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- Sixty-five Years Under a Code 


quarters 


Even though the virtual requirements of the New Deal should call 
for ultimate interference with corporate management, the Life Insur- 
ance business has had some experience, because through more than 
sixty-five years of its corporate career it has been subject to the dic- 
tates of a CODE. 


True, this Code is not national, but it exists in every state of the 
Union, and consequently it is Federal in effect. Under this Code the 
a business is supervised and regulated, and a governmental officer has a 
nes? : wide range of control over it. He examines into and values the securi- 
rvenil ties of the insurance companies; he has supervision over their invest- 
pn: ments; he is the custodian of an appreciable part of their assets; he 

has much to say about the policies they issue; he has almost as much 
to say about the premiums they charge; he exercises a paternal interest 
over the payment of their claims; he is almost the final arbiter of how 
business may be secured; and he has the right to examine them when- 
ever he sees fit. These facts are stated not for the purpose of argu- 
ment or speculation, but simply to show that governmental supervision 
is not at‘all “new” to the business of Life Insurance. 


That being the case, let us proceed to transact the Life /nsurance 
business in the good old-fashioned way, under the Codes of the respec- 


ulated tive states in which we operate, and let us proceed to dispense protec- 
ad tion for all who ask it, always bearing in mind that the grand purpose 
es ie of Life Insurance is to pay out money upon the happening of a certain 
a event when and as it is contracted to be paid—one hundred cents on 


mnity the dollar. 
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GREAT-WEST LIFE 
“AGAIN INCREASES DIVIDENDS 
TO POLICYHOLDERS 


New Business Issued Shows Gain Over Previous Year 








Company In Strong Position 





Surplus materially increased after rigorously writing down doubtful 
assets. Expenses reduced. Favorable Mortality Rate continued. 


Insurance in Force . ... . . . .« + $552,294,135 
New Business Issued . . .... . . 54,230,719 
Total Income ......... . +. #£26,550,844 
Payments to Policyholders and Beneficiaries 21,867,679 
Surplus Earned . ....... . . 5,165,772 
OS ee 
Policy Reserves and Other Liabilities . . 128,527,215 
Contingency Reserve, Surplus and Capital 6,234,950 


A Well-Balanced Investment Portfolio: 





Bonds and Debentures . . . 35.6% | 
City Mortgages and Properties . 22.6% 
Policy Taeams .. . . -« «© » « Sal% 
Farm Mortgages and Properties 18.3% 
Stocks, Common and Preferred .4% 
Cash and Miscellaneous . . . 1.0% J 


r 100% 





During 1933 the large sum of $4,144,383 was paid as profits to policyholders 
and the Company has announced an increase in the profit scale for 1934. 
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Thirty-Eighth Year—No. 5 


Many Companies 
Using Direct Mail 








Programs Being Enlarged to Assist 
Agents in Their Sales 
Effort 


DEFINITE PLAN OF WORK 


Help Necessary in View of Possible 
Effect of Inflation on Salaried 
Class of Workers 


NEW YORK, Feb. 1.—Direct-mail 
advertising will play an unprecedently 
important role in the 1934 selling cam- 
paigns of many life companies, among 
them a number which have not hitherto 
gone into this field of sales promotion. 
Some of the latter are going at it on an 
experimental scale, intending to expand 
if results show they are on the right 
track. Others have already been trying 
out their methods and are now ready to 
cut loose with full-fledged campaigns. 

Companies which have right along 
been devotees of direct mail are enlarg- 
ing their programs still further. One 
prominent company is understood to be 
using 1,000,000 of one of its mailing 
pieces. 

Resourcefulness Required 


_ There is a general realization that sell- 
ing life insurance during the next few 
months and perhaps a good deal longer 
Is going to require plenty of persistence 
and resourcefulness on the part of 
agents, coupled with the best tools their 
home offices can devise for them. The 
life underwriter is going to be more and 
more in competition with the automobile 
salesman, the electric refrigerator sales- 
man, and all other selling agents who 
are strenuously bidding for the ultimate 
consumer’s dollar. 

Another strong reason for giving the 
agent all possible help is the possibility 
of inflation. While devaluation of the 
dollar may benefit certain classes, such 
as farmers and perhaps the very wealthy, 
and also jobless laborers who are put 
back on payrolls, it will hit hardest the 
large class from which the average agent 
taws his prospects—salaried workers— 
whose stipends are always the last to be 
creased during any inflationary adjust- 
ment. 

Benefits Are Two-fold 


, Sponsors of the direct-mail idea be- 
pitty it to be doubly effective, in that it 
ot only helps the agent sell the pros- 


+ ge of keeping himself efficiently 
rd € job. In addition, direct-mail has 
: € merit of permitting a quick check-up 
ot only as to the efficacy of the system 


te of different agents. 
: n interesting plan recently devised 
S complete data sheets for agents to 
; tc to be sent to the home office, the 
Sent retaining a carbon copy. Three 
(CONTINUED ON PAGE 25) 


pect but it aids the agent in the impor- | 
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Mortgage Loan Situation 


Difficulties for Companies Are Caused by Federal Farm and HOLC 
Projects Encouraging Defaults, Liquidating Preferred Investments 





Two serious effects of operations of the 
Home Owners Loan Corporation and 
the Farm Credit Administration are re- 
ported by life companies, and a disturb- 
ing possibility looms on the horizon. 

One development affecting the com- 
panies is that both federal projects are 
encouraging the practice of defaulting on 
interest, principal payments, and taxes, 
according to a company mortgage offi- 
cer who has made a close study of the 
question throughout the country and has 
spent much time recently in Washington. 

Another result is the liquidation of a 
large number of mortgage loans which 
the life companies would prefer not to 
have repaid. 


Fear Permanent Federal 
Loan Plan May Develop 


Finally, there exists the threat that 
there may develop a permanent policy 
of controlling interest rate, foreclosure 
practices and other problems of national 
scope by making these temporary relief 
measures more or less permanent in 
character. Such a move, while possibly 
not intended at this time, remains a defi- 
nite possibility of the future, it is said, 
and would deprive the life companies 
of a goodly portion of what in normal 
times is one of the finest fields of in- 
vestment. 

It is problematical whether life com- 
panies ever again in normal times will 
be able to secure first farm mortgages 
at as high as 8 percent interest, as was 
the going scale in high rate states, such 
as in the south, and city home mort- 
gages at 6 or 7 percent, the predomi- 
nating scale in that field. Both the 
HOLC and Farm Credit Administration 
loans are made at 5 percent. 


Preference to “Distress” 
‘Loans Induces Defaults 


Both federal corporations have empha- 
sized that “distress” loans were to be 
given preference. This sound economic 
principle has been the means, the loan 
officer reports, of causing many defaults. 
Farmers and home owners quickly came 
to a realization that a good way to get 
a federal loan through quickly was to 
default. 

Originally there was $200,000,000 ap- 
propriated for each of the federal cor- 
porations, with provision for a $2,000,- 
000,000 bond issue for each, as well. 
However, the total of city home mort- 
gages was estimated to be $20,000,000,- 
000, so at best only one out of ten 
home owner borrowers could get a loan. 
The total of farm mortgages was es- 
timated to be $8,000,000,000 to $9,000,- 
000,000, thus only one out of four or five 
farmers with mortgages on their places 
could get a federal loan. 

The life companies had taken inde- 


‘ : ' pendent measures which they generally 
‘ing used but its effectiveness in the | : 


considered to be adequate for the situ- 
ation. Most companies adopted unusu- 
ally liberal foreclosure policies, were 
willing to go along with mortgagors to 
the limit where there was sincere effort 
to repay and work out the obligations. 

However, the offer of 5 percent loans, 





with the incentive to default, caused 
many farmers and home owners. to turn 
to this avenue of relief when otherwise 
they would have strung along with the 
companies and served to maintain the 
companies’ cash income at a time when 
it was needed. 

The life companies are contented with 
the federal projects when they serve to 
liquidate delinquent loans (with the ex- 
ception possibly of good loans that 
have been induced to become delin- 
quent), but are generally opposed to 
the federal aid when it results in taking 
up good loans. 

Approximately half the farm loans of 
one company paid off as a result of 
federal loans are of a type which the 
company would prefer to keep. Rein- 
vestment at this time is a very real 
problem. 


Prompter Service Is 
Given on Farm Loans 


Life companies have noted that both 
the HOLC and Farm Credit Admis- 
tration loans have been heavily patron- 
ized. However, the latter corporation 
has been much prompter and more effi- 
cient in completing the loans and mak- 
ing funds available. One company re- 
ported that a considerable number of 
farm loan liquidations has gone through, 
but although the company formally 
agreed last July to accept repayment of 
the entire investment in 35 city home 
loans, to date no money has been re- 
ceived. The time limit set was 60 days. 

So far as is known practically none of 
the bonds authorized both for the 
HOLC and Farm Credit Administra- 
tion to be used in repaying mortgagees 
have been issued. Few companies are 
interested in them from the standpoint 
of better security, it is said. Henry Mor- 
genthau, new Secretary of the Treasury, 
who is given major credit for the farm 
relief measure as governor of the FCA, 
is understood to be pushing a policy of 
cash liquidation of outstanding mort- 
gages. 


Companies Are Showing 
Public Spirited Attitude 


The life companies in agreeing to ac- 
cept a repayment of mortgages in the 
bonds, acted largely through a desire 
to cooperate fully with the federal ad- 
ministration in its recovery efforts, and 
to permit borrowers to take advantage 
of a lower interest rate. In doing so, 
however, the life companies are penal- 
izing themselves heavily in many in- 
stances. 

From the standpoint of the borrowers, 
the federal loans are highly advan- 
tageous. There is first a lower interest 
rate. Then there is undoubtedly a gen- 
eral belief that the government will be 
less strict in enforcing the carrying out 
of the bargain. Political pull enters the 
picture. Everyone believes a politician 
friend could secure preference for him. 
The loans are for long terms, the maxi- 
mum on farms being 40 years, and are 
amortized. On private farm loans the 

(CONTINUED ON PAGE 25) 
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Prectdvise of U.S. 
Bonds Questioned 


Doubt Expressed That Life Com- 
panies Should Participate 
Heavily in Refinancing 


MIGHT DELAY RECOVERY 


Distribution of Funds Through Normal 
Channels Believed Important 
Economic Function 


NEW YORK, Feb. 1—From the 
point of view of the life companies and 
that of the country as a whole, there 
may be considerable doubt that heavy 
Participation of life companies in the 
federal government’s ten billion dollar 
financing program would be so wel- 
come to the companies or such an aid 
to economic recovery as has been gen- 
erally assumed by editorial writers and 
Washington correspondents. 


Such an assumption is based on the 
unusually liquid position of life com- 
panies, their huge cash reserves and 
daily investments of income and ma- 
turities. 

Important Factor Overlooked 


It fails to take into account that this 
extraordinary liquidity is due not solely 
to possible demands for policy loans 
and surrenders, but very largely to the 
fact that the normal channels of in- 
vestment in the business and commerce 
of the country are still being sparingly 
used because of the general uncertainty 
and the lack of demand for financing on 
the part of enterprises which can be 
considered safe enough for life: com- 
pany funds. 

It has been stated that there will be 
no effort to attract the funds of the gen- 
eral public to invest in the financing of 
the recovery program, as the adminis- 
tration feels that the public can better 
aid recovery by putting its money into 
channels which will speed up the wheels 
of industry and commerce more di- 
rectly. The same _ reasoning would 
seem to apply to life companies. 


General Investment Helpful 


There is no lack of willingness to 
take a reasonable amount of the bonds 
to be floated to aid recovery. But if 
the life companies are to put the bulk 
of their cash and funds available for 
investment into government securities, 
what will happen when recovery really 
gets under way and enterprises and per- 
sons accustomed to borrowing from 
life companies in normal times are once 
again able to offer an acceptable place 
to invest funds? Might not the com- 
panies’ ability to accommodate these 
borrowers do more to hasten recovery 
than if the money were loaned to the 
federal government for its recovery pro- 
gram? 

From a company point of view, there 
is also danger that heavy investment in 

(CONTINUED ON PAGE 26) 
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Life Insurance Results in French Inflation 
to This Country 


Give Hints 


NEW YORK, Feb. 1—While the 
effect of inflation on life insurance pol- 
icyholders, beneficiaries and annuitants 
is fairly clear, there are a number of 
questions from the insurance man’s 
standpoint, relating to the administra- 
tive, investment and agency sides of the 
business, about which there is consid- 
erable doubt. 

As far as actual solvency is con- 
cerned, the debasing of the currency has 
no effect. The decrease in value of as- 
sets is offset by a corresponding de- 
crease in the value of liabilities, except 
insofar as real estate or stock holdings 
among the assets tend to show a rela- 
tive appreciation. Even in the German 
inflation the German. life companies 
easily maintained their technical solv- 
ency. 


Decreased Value in the 
Loading Serious Problem 


However, the decreased value of the 
loading in the premium would be a se- 
rious problem in an inflation of sizable 
proportions. Also would the govern- 
ment’s credit be shaken so seriously as 
to make government bonds a question- 
able investment? Real estate and stock 
investments will presumably appreci- 
ate, but what about mortgages, bonds, 
and other evidences of debt, which, to- 
gether with cash constitute close to 90 
percent of the assets of all companies? 

Will the lowered dollar values cause 
enough of an increase in new business 
to enable agents to meet the rising cost 
of living and permit the companies to 
maintain their present plants with the 
dollar in the premium loading cut to a 
fraction of its former worth? 

The German life companies’ expe- 
rience with inflation was too fantastic 
to be much of a guide in forecasting 
possible effects of inflation on Amer- 
ican life insurance. England’s inflation, 
on the other hand, was so mild as to 
constitute only about the same degree 
of currency devaluation as the United 
States has at present. 


Devaluation in France 
Best Available Example 


France’s devaluation of the franc, 
with stabilization at 20 percent of its 
former gold value, probably furnishes 
the best available example of large scale 
inflation that did not go completely 
crazy. Under the President’s program, 
the dollar will not be devalued to 20 
cents, however, and theoretically, the 
less it is devalued in the final stabiliza- 
tion, the easier will be the experience of 
American life companies as compared 
with that of the French companies dur- 
ing their period of inflation and subse- 
quent readjustment. 


Observations of European 
Financial Executive 


A European financial executive who 
was in France and in contact with 
French life companies during the franc’s 
inflation and subsequent stabilization, 
when asked what American life com- 
panies might expect in the event of the 
dollar’s inflation, said that in France 
there was about .a two-year lag while 
the increase in new business was catch- 
ing up with increased expenses. 

“It must be remembered that the real 
inflation in France did not begin until 
after the stabilization of the franc in 
1926 at one-fifth of its former gold 
value,” he pointed out. “Wholesale 
commodity prices tended to be more 
sensitive to the shrinking value of the 
currency than did wages and salaries, 
as in all inflations. So it was not until 
about 1926 that the life companies were 
faced with greatly increased expenses 
because of higher salary demands from 





their employes at the same time that 
the value of the loading in their prem- 
iums had been sharply diminished. 

“However, about 1928 the increase in 
business due to the insuring public’s 
realization that a policy was worth only 
20 percent of its gold value was suffi- 
cient to offset the rise in employes’ 
salaries. These salaries, it should be 
noted, never came back to the relative 
purchasing power they had before the 
war, but increased to about three times 
the number of francs they had been. 
This does not represent so great a 
hardship to salaried workers as it ap- 
pears, for commodity prices, except for 
foodstuffs, have been steadily dropping 
from the peak which they reached just 
before stabilization, when the franc was 
at its lowest. 

“On the investment side, the French 
life companies were considerably helped 
by the relative rise in the value of real 
estate, although they did not sell their 
holdings at the peak price level and so 
did not realize much in the way of cash 
profits from this source. Real estate 
values are now down to about two 
and one-half times their 1914 level in 
francs, or about 50 percent of their 1914 
gold value. 

“French life companies invest heav- 
ily in government bonds, or ‘rentes’ 
and in railroad bonds, which are backed 





by the government. In a currency in- 
flation government bonds may be ex- 
pected to be much more volatile than 
industrials and may for a time sell at a 
much higher yield. French 4 percent 
government bonds at the height of the 
inflation sold to yield as high as 7.5 
percent while 3 percent bonds went as 
low as 40. Yet later, in 1928, the 4s 
were selling at 95. a 

“Much the same thing happened in 
England when the pound was declining. 
It was necessary to pay as high as 7 
percent on a one-year loan, which later 
sold on an 11 percent basis. Yet two 
months before maturity this same issue 
had risen to where it was selling on a 
21%4 percent basis and just before ma- 
turity went to one-half of 1 percent. 


In Six Days Value of the 
Franc Took Big Tumble 


“The speed with which such changes 
take place is shown by the fact that 
when the election of Poincaire made 
stabilization imminent, it took only six 
days for the value of the franc to go 
from 240 to the pound to 175. 

“The experience ‘of. French life com- 
panies furnishes no accurate guide to 
the effect of inflation on mortgage in- 
vestments, both because of legal restric- 
tions and the unwillingness of the 
French people to borrow on mortgages. 





Views of the Canadian Life 


Insurance Field 


By Ralph E. Richman 





Canadian companies doing business 
in the states find it necessary to make 
up two annual reports, one for the 
insurance departments of the states and 
the other for the Dominion insurance 
department at Ottawa. A number of 
differences must be observed. In Can- 
ada the business is reported on the 
issued basis and in the United States 
on the paid: for basis. In general, 
there is said to be a little more latitude 
at Ottawa for including some minor 
items as surplus, rather than as lia- 
bilities. 

a, eee 

Canadian life companies are proud of 
the record in Canada showing that no 
life insurance policyholder of the Do- 
minion has ever failed to get what his 
contract promised at maturity. 

x * x 

Most of the companies of Canada 
are showing a decrease of business in 
force at the end of 1933 as compared 
with the business in force at the end 
of 1932. The Mutual Life of Canada, 
however, shows an increase of $553,000 
with total business in force at the end 
of last year amounting to $518,000,000. 
The Mutual Life of Canada is 64 years 
old and when toward the close of 1933 
an appeal was made to the agency force 
that never in its history had the com- 
pany shown a reduction in the amount 
of insurance in force, the response was 
so marked that the company’s record 
was continued in the difficult year of 
1933. Toward the close of the year, 
the Mutual Life of Canada had revivals 
in excess of expirations and lapses. 
This, too, was the result of special ef- 
forts on the part of the home office 
and field force. 

* * * 

Canadian companies entering the 
states have two favorite places of en- 
try. One of these is Michigan, the 





other is New York. Possibly Michigan 
has been chosen more frequently be- 
cause of proximity to company head- 
quarters in Toronto. The factor which 
leads companies into New York is a 
more favorable competitive situation. 
New York has fewer companies and 
they are companies, as a whole, not 
given to unrestrained competitive prac- 
tices. New England is also looked upon 
favorably by the Canadian companies 
because the New Englander has excep- 
tional confidence and respect for Ca- 
nadian institutions. Nearly all of the 
New England states include some pop- 
ulation which has come down from 


Canada. 
x * Ox 


As soon as business in the states ap- 
pears to have reached a position of sta- 
bility, more Canadian companies will 
begin active operations in them. Some 
of the Canadian companies believe 
their experience in Canada with its 
sparsely settled territory has given them 
an insight into the development and 
handling of business in the smaller 
towns and rural sections which may be 
used to advantage in the states. 

x ok Ox 


An observer from the states wonders 
at the branch offices maintained in 
Canada by so many companies for a 
population which is extremely limited 
as compared with the population in the 
states. Companies in Canada have 
been able to shoulder a higher expense 
ratio partly because they have obtained 
a ‘higher interest return on investments 
than United States companies. Interest 
rates in Canada have been high, com- 
paring for the highest type of invest- 
ments, with rates which were common 


‘during the development of the west in 


the states. If there is any difference, 
the Canadian companies have been hit 
(CONTINUED ON PAGE 26) 





By R. B. MITCHELL 


A mortgage on One’s property, espe- 
cially a home, is something to be re. 


sorted to only in the direst extremity, 
Largely for the same reason, loans 
against policies constitute a negligible 
percentage of the assets of French 
companies, although it is also true that 
French policyholders. do not consider 
their life insurance policies as invest. 
ment to anything like the extent that 
Americans do, and hence do not tend 
to build up cash values against which 
to borrow. 


“As compared with fire and casualty 
companies, the French life companies 
suffered more from the inflation and re 
cuperated less. The change in insurable 
property values needing additional coy- 
erage -made itself felt more than the 
need of additional life insurance. Hoyw- 
ever, the life companies came through 
in very sound condition, because they 
were in an extremely strong financial 
position, with all their investments on 
an ultra-conservative basis. While 
American life companies lack the ex. 
treme conservatism in investment policy 
that is demanded by the French insur- 
ance law, there appears to be little 
chance that companies here will have 
to go through anything like the French 
inflation. 

“The usual delay in readjusting sal- 
aries to a new dollar valuation, and the 
much longer period required for a com- 


.plete equalization of such expenditures 


should help American companies as it 
did the French carriers. At the same 
time, the more aggressive selling meth- 
ods of companies here and the need for 
new insurance on the part of those that 
have had to drop their coverage tem- 
porarily should shorten the time dur 
ing which administrative expenses are 
unduly large because of the diminished 
value of the loading in the premium. 

“As to the probable course of infla- 
tion in the United States, if it comes 
at all, it is very risky to make predic- 
tions from the experience of any other 
country. Not only are political and 
economic factors different in every it- 
flation, but the temperament of the 
people and psychological factors play a 
very large part. 


Currency Consciousness 
Is Lacking in the U. S. 


“Americans are not ‘currency-cot- 
scious’ in the way that the French an 
other European nations are. There has 
been little reason you should be. You 
have never had an invasion; you have 
never had kings who took your cul 
rency away and replaced it with money 
worth only a fraction as much. ; 

“The French peasant denies himsel 
many of the common comforts of life 
to build up his savings. He is e 
tremely sensitive to any conditions a 
fecting the value of this fund. H 
doesn’t entrust it to a bank or any other 
institution, but keeps it secreted on his 
farm, and preferably in gold. If thert 
is the slightest doubt about the gold 
value of his paper francs, he imme 
diately converts them to gold, or if that 
is impossible into the currency of 4 
gold-standard country. This lack o 
confidence in the franc, the selling bY 
the French people of their own ir 
rency, contributed largely to the & 
treme devaluation of the franc just be 
fore its stabilization. ; 

“The franc went too low, and while 
of course, the dollar has not depreciaté 
anywhere near the amount that tH 
franc did, I believe the dollar is already 
being quoted at too low a figure, most 
on account of fear and uncertainty 
sulting from the fact that one mat” 
your president—has the power to 
value the dollar 50 percent.” 
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Illinois Insurance 
Put Under Control 


Director Palmer Gives Informal 
Review of Accomplishments, 
Tips on Program 


TALKS AT BROKERS’ MEET 


Greater Appropriation, Department Staff 
Being Sought, Closer Check on 
All Carriers 


Illinois has been given a_ separate, 
dignified insurance department, has a 
proper investment law for life compa- 
nies which is recognized as one of 
the best in the United States, and has 
made a good start on cleaning up the 
business there, Insurance Director Pal- 
mer stated in an address before the In- 
surance Brokers Association of Illinois 


in Chicago. 

A great deal, however, remains to be 
done. Recodification of insurance laws 
is on the way. The department is seek- 
ing information on all insurance car- 
riers. Particular attention is being given 
to Lloyds, mutual benefit and assess- 
ment concerns. 

Extra Statement Required 


Companies this year are being re- 
quired to prepare two copies of the 
annual statement for filing with the de- 
partment, one to be maintained _on file 
in the insurance department’s office, In- 
surance Exchange, Chicago, as a pub- 
lic record. Mr. Palmer said this is 
something done by no other state in 
the union. Occasionally the department 
must refer harshly to some company, 
but there is no reason why the people 
should not know all details of examina- 
tions if these are made fairly and state- 
ments can be proved. 

Commissioners of some other states, 
he said, are attempting to get such a 
setup in their own jurisdictions. It 
will help to deter insurance company 
executives from doing anything that 
they should not do. 

He said the detail work necessary to 
keep a close check on the 1,488 insur- 
ance carriers of all kinds in Illinois is 
large. Although there are 96 employes 
in the department, he said, personnel 
must be doubled before the department 
can keep up with the work. 

Seeking Larger Appropriation 


He asked Governor Horner for a ma- 
terial increase in appropriation so as to 
employ a larger staff. The department 
Is spending about $450,000 and taking 
in $6,000,000 annually. It also handles 
all details of licensing agents and brok- 
ers. Mr. Palmer said he believes prac- 
tically all agents’ and brokers’ license 
fees should be used to clean up the 
tanks of producers. 

There is a large number of outside 
companies operating in the state and 
Several were thrown out last year. 

_A major part of his time has been 
devoted to life insurance problems. Mr. 
almer said there is little doubt the 
failed companies had competent insur- 
ance management, but their troubles 
grew from investments, the selfish in- 
terests of directors and the fact there 
were not representative boards. The 
three large Illinois companies that failed 
Were controlled by a few men, other 
rectors having little or no voice. He 
said this is the trouble with most of the 
Companies in straits. The new Illinois 
pvestment law, he believes, will permit 
1M to straighten out Illinois insurance 
Conditions in another year. 
I Nois people have greater confidence 
N imsurance supervision, he said. The 


Many Annual Statements 
Show Improved Condition 





The Aetna Life, in its annual state- 
ment, reports total assets $448,773,067, 
increase $2,169,204. 

contingency reserve of $6,400,000 
has been set up to meet the difference 
between convention and actual market 
values. Net surplus is $9,031,704. 

Total interest and rents during the 
year amounted to $18,825,371. The in- 
crease in policy loans was halted. Such 
loans at the end of the year amounted 
to $77,228,562 as against $76,410,059 
the previous year. 

Total new business amounted to 
$523,163,537 and insurance in force $3,- 
322,390,652. 

Annuity premiums amounted to $4,- 
324,722 in 1933 compared with $2,311,- 
230 in 1932. Total life department 
claims paid were $69,275,155 and total 
accident and liability claims $12,701,604. 
Income exceeded disbursements by 
$10,311,438. 

Cash and government bonds amount 
to $32,983,291, compared with $20,293,- 
572 the year before. 


UNION CENTRAL LIFE 


At the annual meeting of the Union 
Central Life $6,715,152 was set aside 
as dividends to policyholders in 1934. 
Dividends for the first five months of 
the year had been apportioned prev- 
iously, according to the same schedule 
paid in 1933, and the action of the 
board provided a reserve to continue 
the schedule for the balance of 1934. 
President W. H. Cox reported pay- 
ments to policyholders and beneficiaries 
last year totaled $61,066,604, increase 
$2,732,000. Cash premiums increased 
8 percent and reached $3,640,115, against 
$3,367,222 in 1932, largely due to the in- 





creased sale of various types of an- 
nuity contracts. Insurance in force de- 
creased 8 percent while the assets 
showed a decrease of 4 percent. In- 
surance in force is now $1,300,850,819 as 
against $1,420,442,768 last year and the 
assets are now $317,104,956. Cash re- 
ceipts exceeded disbursements by $,- 
895,347. The company’s capital and 
surplus is $16,218,443, the percentage 
of capital and surplus to assets being 
5.11 percent as compared to 5.01 a year 
ago. 

President Cox and his associates are 
to be congratulated on their capable 
handling of the company during a diffi- 
cult and trying year. The company is 
strong in its cash position, its farm 
mortgages are showing very good re- 
sults and every department of the com- 
pany is showing the effect of wise and 
alert executive management. 


GUARDIAN LIFE OF NEW YORK 


An increase in assets from $95,505,469 
to $98,264,899 during 1933 is shown by 
the Guardian Life. After setting aside 
dividends to policyholders for 1934 on 
the same scale as last year, the company 
added $500,000 to a special reserve for 
contingencies, bringing the total for that 
account up to $1,500,000, and increased 
its general surplus by $274,603 to 
$5,483,936. In addition, a special real 
estate profit reserve was increased from 
$172,935 to $549,780, making the total in- 
crease in special surplus reserves and 
general surplus to policyholders, $1,151,- 
448 in 1933. 

The cash balance Dec. 30 was $1,781,- 
888, an increase of $983,036, and in addi- 
tion it held as a secondary cash reserve, 

(CONTINUED ON PAGE 10) 








Independence Squrre 





ANNUAL STATEMENTS 


They are beginning to come—the annual statements of 
the life insurance companies. And one by one they will tell 
to the country a tonic story, of a mighty business whose 
numerous unit corporations are impregnably strong, and 
whose investment operations in 1933 were conducted with 
sagacity, and whose production activities were effectively 
adapted to the changed circumstances of our people. 


The volume of paid-for insurance, under the huge number 
of individual policies, graphically demonstrates that a vast 
multitude were still earning without interruption, had sur- 


plus savings, and were prudently investing. 


Truly a reassuring picture for the nation to look at, and 


one to inspire every life underwriter in the land. 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


Philadelphia 











(CONTINUED ON PAGE 26) 





Sears Roebuck Get 
National of U.S. A. 


Hercules Life, New Company of 
Mail Order House, Awarded 
Reinsurance 





RETAIN AGENCY SYSTEM 





Put $1,000,000 Capital, Surplus in Deal, 
Plan Direct Non-medical Sale 
by Catalog 





The Hercules Life, new addition to 
the insurance facilities of Sears, Roe- 
buck & Co., which was awarded rein- 
surance of the National Life, U. S. A., 
of Chicago, by superior court there, is 
not only to enter the lists by means of 
agents, but also direct mail, through a 
life insurance section in the great mail 
order house’s general catalog. 

Forms of popular standard policies 
have been prepared, and approved by 
the Illinois department. These were de- 
signed to meet approval of insurance 
departments of most of the states. En- 


trance in many states soon will be 
sought. 


On Participating Basis 


The Hercules Life will issue partici- 
pating contracts at rates which, it is 
said, will be among the lowest on the 
market. These compare with rates of 
the Metropolitan and Prudential, and 
are based on the 314 percent American 
Experience table with 20 percent load- 
ing. 

A pamphlet setting forth what the 
Hercules has to offer is being printed. 
This will be used to send to persons 
responding to an announcement to be 
put in the general catalog. 

The desire to enter the life insurance 
field has been strong in the Sears, Roe- 
buck organization for a long time. The 
company some time ago began writing 
automobile insurance with organization 
of the Allstate Insurance, and later or- 
ganized the Allstate Fire of Chicago. 


Rent Saving of $100,000 


The Hercules Life as soon as prac- 
ticable will abandon the National Life, 
U. S. A. home office in 29 South La 
Salle street, Chicago, where a rental of 
$100,000 a year is paid, and will house 
the life company in the administration 
building of Sears, Roebuck, where the 
Allstate companies are located. The 
Allstate pays $220 a month for rent, 
light, heat, etc. The additional space 
necessary will cost about $200 monthly. 
An important factor in the low cost 
calculations of Hercules officials is this 
rent saving and the economy arising 
from eliminating the salaries paid three 
high officials of the old National Life, 
U.S. A., totaling about $200,000 a year. 
Carl L. Odell, vice-president of the 
Allstate companies and executive vice- 
president Hercules Life, stated that 
old agents of the National Life, U. S. 
A., will be permitted to conserve their 
business and write new policies in the 
Hercules. Additional agency force 
probably will be added slowly. 


Odell Makes Statement 


Mr. Odell said that managers and 
employes of Sears, Roebuck stores will 
not be licensed as agents. He said this 
same fear was felt by agents throughout 
the country when the Allstate com- 
panies were formed but there was no 
ground for it. A report that there 
might be a difference in rate as between 
life policies sold by agents and those 
sold direct also was denied by Mr. 
Odell. He said state anti-discrimina- 











(CONTINUED ON PAGE 9) 
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Home Life General 





Financial Standing 
of Home Reported 


Low Sums Up Company’s Position 
at Opening of the New 
Year 


POLICY LOANS DECREASE 


Mortgage Situation Is Working Out 
Satisfactorily—Cash Position Good 
—Set Up Reserves 


NEW YORK, Feb. 1.—Reviewing 
the general financial situation as af- 
fecting life insurance, in his opening 
remarks before the Home Life general 
agent’s conference here last week, 
Ethelbert Ide Low, chairman of the 
board, said: “1933 has been a hard year 





E. I. LOW 


and has left its scars. It has been a 
trying one for all, but, except for the 
falling off in new business, we are very 
well pleased with the way we have 
come through it. The future we look 
forward to with confidence. There are 
still many problems to be solved, but 
every problem solved adds to our ex- 
perience and gives us confidence in our 
ability to solve the problems of the fu- 
ture.” 
Loans Were Reduced 


After discussing the company’s an- 
nual statement and its good liquidity, 
surplus and contingency reserve posi- 
tion, Mr. Low turned to a discussion in 
greater detail of some of the major 
problems of the past year. In speaking 
of policy loans, he said; “A threatened 
sharp increase in policy loans caused us 
to place enough of our assets on a cash 
and liquid basis to take care of any 
emergency. The moratorium on policy 
loans curbed any possible run on the 
life insurance companies. When the 
moratorium was lifted, we were pre- 
pared to meet a greatly. increased de- 
mand but were agreeably surprised. 
Cash outlay on account of new loans 
was much less this year than for the 
last two years. Our figures are as fol- 
lows: 1931, $4,392,598; 1932, $4,934,630; 
1933, $2,857,997.” 

(CONTINUED ON LAST PAGE) 
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New Chart Sales Plan Used 
By Home Is Found Effective 





FULTON GIVES SURVEY DATA 
Worthington Reports “Planned Estates” 
Program Is Received With En- 
thusiasm by Men in Field 





NEW YORK, Feb. 1.—“Planned 
Estates,” the new type of sales present- 
ation developed in the field by the 
Home Life of New York during the 
past six months, was described as hav- 
ing proven its value by both Cecil C. 
Fulton, Jr. superintendent of agencies, 
and W. P. Worthington, assistant sup- 
erintendent, in their talks before the 
Home Life general agents’ conference 
here last week. 


Field-Wide Survey Results 


Mr. Fulton pointed out that two field- 
wide surveys which were made during 
the six months gave evidence that this 
new sales plan was increasing both ef- 
fort and pro-rata results for those using 
it. The second survey, made only a 
few weeks ago, indicated that the re- 
sults are even better than originally re- 
ported. The first survey showed one 
sale for each 4.5 charts presented, aver- 
aging $6,500 per sale, or $20 in first year 
commissions for each chart presenta- 
tion. The second survey showed one 
sale for each 3.9 charts presented, aver- 
aging $8,000 per sale, or $30 per chart 
in first year commissions. Further, it 
showed that, on the average 8.7 calls 
were necessary to secure each chart 
presentation. The remarkable showing 
by those in the field who have definitely 
adopted this new “Planned Estate” pro- 
gram was cited by Mr. Fulton as reason 
for every one in the field, unless defi- 
nitely successful with his own sales 
plan, to give study and consideration to 
this new plan. 


Wide Enthusiasm Is Shown 


Mr. Worthington, who recently made 
visits in several agencies where 
“Planned Estates” selling is being suc- 
cessfully used, said that everywhere the 
plan has been given an unbiased and 
extended trial it has been enthusiastic- 
ally adopted as a permanent plan, a part 
of definite client building activities. He 
especially referred to the enthusiastic 
response from the insuring public, 
wherever it has been used. In one case, 
the general agent, experimenting with 
the presentation as a preliminary check 
for his men, found his first prospect so 


Reports Mortality for Last 
Year Was Decidedly Lower 





EFFECTS MATERIAL SAVINGS 
Leigh Cruess Discusses Home Life Ex- 
perience as Measure of This 
Item’s Importance 





NEW YORK, Feb. 1—The im- 
portant effect of mortality in the finan- 
cial statement and final returns for the 
year, although an item not usually in- 
cluded in this consideration, was strik- 
ingly shown by Leigh Cruess, under- 
writing secretary of the Home Life of 
New York, in reviewing that company’s 
mortality experience of the past year 
in his talk before the company’s gen- 
eral agents’ convention here. 


Nearly 10 Percent Lower 


Mr. Cruess reported that during 1933 
the Home Life’s mortality, based on the 
American Experience table, was 56.2 
percent—a reduction of 9.4 percent 
from the 1932 figure of 65.6 percent. 
The company’s expected mortality for 
1933 was $3,700,000, so that this reduc- 
tion in the mortality percentage during 
the year resulted in a decrease of $348,- 
000 under what the net loss would have 
been if the death rate had been the 
same as in 1932. 


Great Importance Shown 


The importance of this savings to the 
company’s general statement was fur- 
ther shown by Mr. Cruess by showing 
that this savings of $348,000 represents 
19.8 percent of the total of $1,765,000 
set aside for 1934 dividends—just this 
9.4 percent reduction in mortality being 
equivalent to practically 20 percent of 

(CONTINUED ON LAST PAGE) 








enthusiastic and pleased that it was 
almost an embarrassing task to prevent 
the prospect from making either a cash 
or merchandise payment for the service 
rendered, even though a sale had been 
made, and the prospect finally insisted 
that he would at least make personal 
introductions for him to ten other ex- 
cellent prospects. Mr. Worthington 
said that, strange as this sounded, it was 
actual fact, repeated in varying ways in 
many agencies. He said this very 
simple, understandable and_ graphic 
presentation, in which the prospect buys 
instead of being sold, is being proven 
as an effective answer to present-day 





selling. 





Holding Down 





of Loans Urged 








NEW YORK, Feb. 1.—W. J. Cam- 


eron, vice-president and actuary of the 
Home Life of New York, in his talk 
before the company’s general agents’ 
conference here, urged special care in 
holding down policy loans whenever 
possible, ‘because of the eventual out- 
come of the majority of such cases. 


Only 7 Percent Repaid in Cash 


Mr. Cameron said that, while cash 
repayments of policy loans in 1933 ex- 
ceeded the total in 1932, gratifying as 
that was, the 1933 total only repre- 
sented 7 percent of total loan repay- 
ments. This indicated that 93 percent 
of the loans lead to eventual loss of 
proceeds intended for dependent people. 

He said, “In 1933 the total policy 
loan{ repayments were $5,867,000. These 
repayments were made from: (1) $410,- 
000 out of death claims; (2) $142,000 
out of matured endowments; (3) 


>= 





$3,077,000 out of cash surrender values; 
(4) $1,850,000 out of equities of ex- 
tended insurance and reduced paid-up 
cases. This gave a total of $5,480,000 
out of policy proceeds. The repay- 
ments in cash amounted to $387,000. 


Inevitable Loss Seen 


“You will see that less than 7 per- 
cent of the total repayments were cash 
repayments. This means that 93 per- 
cent of the policy loan repayments were 
met out of equities intended for de- 
pendents, that is, either the beneficiaries 
or the insured in his old age. This il- 
lustrates very clearly the “advisability 
of avoiding policy loans. Many policy- 
holders borrow with the full intention 
of repaying promptly. The above figure 
shows how seldom this intention is 
carried out and perhaps you may use 
this argument in dissuading policyhold- 
ers from making loans.” 








Predicts Increases 
in Business Ahead 


Keynote of Home Life Convention 
Sounded by President James 
A. Fulton 


SHOW JANUARY INCREASE 


Convention Broadcast Reports Material 
Lead Over Last Year—February 
Opportunity Contest Launched 


NEW YORK, Feb. 1.—Opening the 
annual general agents’ convention of 
the Home Life of New York and 
sounding the convention keynote, Presi- 


mistic picture of the present outlook 
of the business, pointing to a good in- 





JAMES A. FULTON 


crease in new business during the com- 
ing months. 

Three distinct periods to every boom 
and depression were pointed out by Mr. 
Fulton: “First, the boom itself, with 
expansion culminating in over-expat- 
sion; second, the period of liquidation, 
with many curtailments and the strug- 
gle to get back to a perfectly sound 
Situation; finally, the period of recot- 
struction, which we now face. Hav- 
ing come through the first two periods 
with a realistic attitude, we have made 
our readjustments and are now ready 
to push forward vigorously during the 
coming year. 


Sees Opportunity 


“To those in the field the present 
situation offers an opportunity to forge 
ahead and build for themselves a more 
important place in the new order of 
things,” said Mr. Fulton. “This tt 
quires the same characteristics for you 
as individuals that are required of the 
nation and for each company, namely, 
a willingness to bury personal préjt 
dices and discard out-worn methods, # 
readiness to accept leadership and C0 
ordinate your efforts with those of the 
institution as a whole, and, in addition, 
the ancient attributes of courage, faith, 


optimism and. strenuous effort.” of 





Preliminary to drawing this picture 
(CONTINUED ON LAST PAGE) 
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AMICABLE LIFE INSURANCE COMPANY 


WACO, TEXAS 


ANNUAL STATEMENT 
DECEMBER 31, 1933 


ASSETS 

M@sgaRe (EOaNe bn. 3 eee lndv ou cen $2,917,900.13 
CME URONIC hoo 27 ors Ct ae eee ed 2,488,729.39 
Cash in Banks...........$310,124.49 ? 
U. S. Treasury Certificates naa sa aaaaante 
TONNES iis tite De Sais waRoedie eau ccteede 20,634.11 
Ai@ewred “Wiitevest) . o.- ssn eee caw cccce 349,302.99 
Policy Loans and Premium Notes 

Witlitin Hesetve? acco ccewccccvicice 2,596,483.16 
Net Uncollected and Deferred 

Premiums Within Reserve......... 273,799.60 

Total Admitted Assets............ $9,156,673.87 

LIABILITIES é 

Policyholders Reserve .............. $7,583,738.22 
All Other Tiabiiities. .<.:..0.. 000260: 180,935.65 
Boerowéd Money ..o<ceicecccecssass NONE 
Capital and Surplus for Additional : 

Protection of Policyholders........ 1,392,000.00 

"EGEAN UE SAMNOG eee s eeawnee $9,156,673.87 


Insurance in Force December 31, 1933 . 


Gain in Insurance in Force During 1933 


HOLT MASSEY 


Secretary 


. 2... $68,398,636.00 
... ee. eo seee 


A. R. WILSON 
President 





EDWARD E. ROBERTS, Agency Supervisor 
AMICABLE LIFE BUILDING 
WACO, TEXAS 
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FIGURES FROM DECEMBER 31,1933 STATEMENTS 





Change Prem. Total Benefits Total 
Total Inc.in Surplusto Fluc. New Bus. Ins. in Force in Ins. Income Income Paid Disburse. 

Assets AssetsPolicyholders Res. 1933 Dec. 31, 1933 In Force 1933 1933 1933 

$ $ $ $ $ $ $ $ $ $ $ 

‘Bank Sav. Life..... 5,164,686 —150,736 318,747 195,316 563,365 26,417,370 —5,500,002 721,698 950,540 824,392 1,144,769 
Conn. General .......162,807,817 3,086,741 3,812,762 2,703,824 98,436,661 1,009,649,775—88,678,109 28,333,277 39,518,936 24,730,092 33,976,042 
Country Life, Ill.... 2,468,475 643,697 604,211 = ..coe- 11,606,500 54,065,807 6,697,557 1,067,303 1,213,370 248,146 584,676 
Equitable Life, Ia...132,000,884 2,001,502 7,039,814 ...... 39,471,258 569,465,206—39,544,363 17,863,580 26,468,959 16,483,946 24,014,989 
Franklin Life ...... 30,934,479—1,166,487 1,027,343 10,000 12,699,069 175,008,620—25,008,907 4,533,560 6,048,712 5,076,617 7,069,204 
Great Western, Ia... *1,345,284 103,612 tere 5,839,797 18,767,615 2,166,969 *417,905 *472,822 *162,876 *302,529 
Jefferson Std., Life.. 55,522,312 —-277,595 2,650,000 900,000 41,302,816 308,810,832—19,460,058 9,287,673 12,449,731 9,187,166 12,845,327 
Kansas City Life.... 71,887,987—1,361,504 6,689,717 800,000 73,214,324 380,117,837—22,201,898 9,700,879 13,085,319 10,542,883 14,268,722 
Manhattan Mt., Kan. 947,145 52,385 108,883 .....- 436,000 65,258,977 —681,385 155,947 198,377 85,262 145,234 
Mutual Life of Can..138,913,9585 6,715,592 5,525,268 ...... 40,838,608 518,521,336 . 553,362 18,670,862 27,990,716 17,391,769 20,916,801 
Pan-Amer. Life, La. 27,618,936 —-759,299 2,001,461 150,000 21,810,195 158,037,111—12,521,243 4,721,259 6,577,578 5,034,668 7,108,824 
State Mut. L., Mass.152,614,471 918,603 9,330,491 1,175,000 30,895,104 598,661,131—36,293,726 18,815,686 28,349,153 19,701,782 26,318,074 
United Ben. L., Neb. 2,365,882 381,442 500,000 14,319 23,503,530 54,446,038 3,719,273 1,213,944 1,365,791 321,364 964,328 
6,176,740 —207,001 495,798 120,625 2,671,000 27,147,000 —3,212,000 577,400 855,870 762,064 1,060,880 


United States Life.. 


*Life department only. 








Arkansas Senate Moves to 
Investigate Its Companies 





LITTLE ROCK, ARK., Feb. 1.— 
The state senate has moved for a far- 
reaching investigation into the manage- 
ment and financial set-ups of insurance 
companies of all kinds, adopting a con- 
current resolution for a committee 
clother with power to make the inquiry 
with a view of recodification of the 
state’s insurance laws. It was adopted 
in the senate without opposition. 

It proposes to set up a committee of 
five senators, seven house members, the 
state insurance commissioner and two 
lay members named by the governor, 
and gave it powers to compel attendance 
of witnesses and the furnishing of any 
records needed in the inquiry. The com- 
mittee would be authorized to investi- 
gate and examine into the business af- 
fairs of any insurance company, the in- 
vestments,-the relation of investments 


the contractual relations of companies 
to their policyholders. 


North Dakota Moratorium Lifted 


North Dakota’s moratorium on loans 
and surrender values has been lifted. 
Commissioner S. A. Olsness said im- 
proved financial conditions make the 
moratorium no longer necessary. 

The Kansas insurance department is 
preparing an order for lifting the life 
insurance moratorium in that state 
March 25. The moratorium was im- 
posed under a special law enacted by 
the legislature last March. 


Out for President’s Trophy 


Those representatives of the Ameri- 
can Central Life, who, through excep- 
tional production records together with 
high second-premium renewal ratios, 
qualified for the 1933 Field Club, are 
now participating in the annual presi- 
dent’s trophy contest. The winner of 
the trophy (a solid silver plaque), re- 





W. E. Webb Asks Release 
From Duties With Receiver 





Walter E. Webb, who was executive 
vice-president of the National Life, the 
U. S. A., and who has continued with 
Receiver Patrick J. Lucey, has asked to 
be relieved. He made this request in 
order that he might be free to give at- 
tention to the development of his own 
future plans. 


National Life & Accident’s Year 


The National Life & Accident of 
Nashville reports that 105 districts 
made an increase last year and 50 of 
these had records ranging from 100 to 
over 250 percent of the annual require- 
ment. It was one of the finest years in 
the history of the company. The out- 
standing record from a territorial stand- 
point was achieved by the southern ter- 
ranked first for every 
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Little Danger Is Found 
in Government Annuities | 








PERIL SEEN BY DAILY PRES§ |@ G! 





Not Believed That Washington Will @ Li 


Use Its Power to Undertake 
Life Insurance 





NEW YORK, Feb. 1.—The possi- § 
bility that the government will utilize 
its new power to write annuities as a Ty 
springboard to get into the writing | N 
of life insurance, as has been hinted in : 





the daily press, seems without founda- | th 
tion, in view of the government’s aims |” In 
in selling annuities and unsuitability of 7 da 
life insurance in furthering those aims. |” lin 

The measure authorizing the Secre- | Me 
tary of the Treasury to provide for the be 


sale of annuities is stated to be” to pro- 
mote thrift,” but also “to provide ways 7 ty! 
and means for raising capital funds for ~ 
necessary permanent improvements and [| 
additions to the property of the United 
States,’ a purpose to which annuities 
are obviously much better adapted than | 7 
life insurance. : 

The measure provides for straight, | 
refund, and deferred annuities, payable | 
yearly, semiannually, quarterly or 
monthly during the life of the annu [7 
itant. Payments must be in uits of $10 
or multiples thereof. There is no lim- 
itation on the amount that may be is- 
sued to any one person, except that = 
up to $1,200 a year income will be 7 
figured on a 4 percent basis while above 
that yearly income will be on a 3% 
percent basis. 


ea 


“Living Trusts—Including Life Insur- |) 
ance Trusts,” by Gilbert T. Stephenson, [7 
will give you the practical information 
you should know on the various trust 
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Dr. Dewey sold the first poli- 
cies of this company 84 years 
ago as he rode on horseback 
among the Vermont hills. 
Since then the company has 
become truly NATIONAL. 


of our fathers 


DR. DEWEY’S WORDS Always sound and never improved 


“The wish to provide for the present and future wants 
of his family, is the strongest incentive to exertion 
with him in whose heart the domestic affections hold 
their proper place. The first of these objects may in 
most cases be satisfactorily accomplished by present 
effort, while the last is often a subject of painful solici- 
tude. Very few in any community have been so favored 
by fortune that they can cease to be anxious on this ac- 
count. The comfort and support of almost every family 
are dependent upon the life of the parent; and it there- 
fore becomes the highest social duty to provide if 
possible for the day when he may be called from them 
by death. If the accumulations from unassisted labor 
are an insufficient provision for the day when those 
labors must cease, and, if the chances in the profes- 
sions and in trade are so decidedly adverse to permanent 


success as to forbid a reliance upon them, what ade- 
quate provision, it may be asked, can a prudent man 
make for the support of his family and dependents, 
after death shall have terminated his efforts on their 
behalf. It is by LIFE INSURANCE and by this ALONE 
that this object may be accomplished. Here he may 
make for them a provision suited to their prospective 
wants, of which no contingency can deprive them.” 





DR. JULIUS Y. DEWEY, father of Admiral Dewey, and 
founder of the National Life Insurance Company in 1850, 
made the preceding argument in 1852. More than eighty years 
have since passed, during which time the Company has paid 
to policyholders and their beneficiaries more than three 
hundred million dollars. A good demonstration that the 
PROTECTION was, as claimed, something “of which no 
contingency can deprive them.” 


NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 
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Life Insurance Is Power, 
Thurman Tells Indianans 





GIVES INDIANA DAY ADDRESS 
Life Insurance Men Turn Out in Large 
Numbers for Luncheon—Hear Gov- 
ernor and Commissioner 





By IRVING WILLIAMS 


In a brief but brilliant address, E. B. 
Thurman, Chicago general agent of the 
New England Mutual Life, addressed 
the noon luncheon session of Indiana 
Insurance Day at Indianapolis Tues- 
day, on “Harnessed Power.” He out- 
lined man’s progress toward a higher 
civilization, in which every step has 
been made possible through finding 
some new source of power, and a new 
type of harness for that power. 

Property is power, he said, and life 
insurance has the ability to transmute 
that power to the protection of the de- 
pendent. The life insurance contract 
may be regarded as the highest devel- 
opment of power for turning property 
into income. Life insurance, he said, 
is the solution of the Lord’s Prayer in 
its appeal, “Give us this day our daily 
bread.” 


Life People at Luncheon 


The morning and afternoon sessions 
were attended principally by fire and 
casualty men, but there was a big turn- 
out of life insurance people for the 
luncheon session. This function was 
attended by more than 500. It was ad- 
dressed by Governor McNutt and Com- 
missioner McClain of Indiana. The gov- 
ernor praised the spirit of cooperation 
which insurance companies had dis- 
played in dealing with mortgage prob- 
lems. Debtors, he said, should be given 
a chance to readjust themselves and 
creditors should be satisfied where se- 
curity is maintained, income is kept up 
and the property is properly managed. 
The present laws, he declared, are suffi- 
cient to meet conditions. 

“We ought to protest vigorously,” 
the governor said, “against legislation 
which would allow communities and 
municipalities to liquidate their obliga- 
tions through bankruptcy.” The main- 
tenance of community credit is of para- 
mount importance. 


Trophy to Byers 


The Frank M. Chandler trophy, 
which is awarded each year to the 
person judged to have contributed the 
most for the general good of the busi- 
ness in Indiana, was awarded to Russell 
T. Byers, vice-president of the Amer- 
ican Central Life. 

R. C. Griswold, Indianapolis man- 
ager for the Aetna Casualty, was 
elected president of the Insurance Fed- 
eration. The vice-presidents are H. A. 
Luckey, Indianapolis manager Life of 
Virginia; Homer L. Rogers, Indian- 
apolis manager Equitable Life of New 
York; John E. Messick, Foster & Mec- 
sick, Indianapolis; Ralph G. Hastings, 
local agent Washington, Ind.; W. J. 
Henshaw, state agent St. Paul Fire & 
Marine; F, Richardt, Richardt 
Richardt agency, Evansville, Ind., and 
Ward H. Hackleman, general agent 
Massachusetts Mutual, Indianapolis. 


Professor Is Heard 


Fred V. Chew, associate professor 
School of business administration In- 
diana University, at the afternoon ses- 
Sion reviewed some of the consequences 
to insurance of the new deal policies. 

nsurance has no fear of the 40 or 50 
percent devalued commodity dollar but 
it does fear unlimited paper money in- 
lation. Every effort should be made 
to remove all uncertainty regarding the 
future of the dollar at the earliest pos- 
sible moment. 

The increased tax burden may be ex- 
Pected to bear heavily upon insurance 
and vigilance if necessary if the busi- 














Awarded Trophy 














RUSSELL T. BYERS 


Russell T. Byers, vice-president 
American Central Life of Indianapolis, 
was awarded the Frank M. Chandler 
trophy during Indiana Insurance Day. 
This award is made each year to the 
man who is judged to have contributed 
most to the cause of insurance in In- 
diana. 








ness is to avoid a disproportionate 
share of the burden. The premium tax 
statutes of eight states were amended in 
1933, he pointed out. 


Federal Regulation 


Federal regulation of insurance would 
have to be preceded, he said, by an 
amendment to the federal constitution 
or reversal of the United States Su- 
preme Court decision in the case of 
Paul vs. Virginia. It is unlikely that 
the various states would relinquish any 
portion of their right to control under 
tax insurance. 

If federal regulation should be in- 
jected, it would mean state control of 
the intrastate insurance and _ federal 
control of interstate insurance. This 
might lead to friction between federal 
supervisor and state commissioners and 
would certainly increase the cost of in- 
surance. 

He laid emphasis upon social insur- 
ance, saying the United States seems 
nearer the adoption of a comprehensive 
system of social insurance than ever 
before. Sixteen states, including In- 
diana, now have old age pension plans. 

The professional promoter, he said, 
has no legitimate place in the insurance 
business. Control by investment bank- 
ers and holding companies may provide 
a temptation to dump questionable secur- 
ities into the portfolio of an insurance 
company. Unlimited promotional ex- 
penses and annual dividends of 100 per- 
cent or more to stockholders are diffi- 
cult to justify. 


Our Home Life Is Cited 


The insurance department of the Dis- 
trict of Columbia has declared Our 
Home Life of Washington, D. C., in- 
solvent and has suspended its license. 
The court gave a hearing Jan. 29. The 
company a year ago showed assets $1,- 
454,518, capital $140,000, net surplus 
$72,997, insurance in force $11,757,000. 

The company commenced business on 
April 18, 1910, under the laws of Flor- 
ida. It took over the National Defense 
Life of Washington, D. C., and later 
reinsured the Union National Life of 
Florida and the Virginia Mutual Life 
of Richmond. Then it took over the 
Mutual Life of America at Wilmington, 
Del. C. R. Allan, a real estate man, is 
president and A. S. Maddox, vice-presi- 
dent, is the leading insurance factor. 








MUTUAL TRUS 


LIFE INSURANCE _ = 
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“as ener pee FAITHFUL 


29th Annual Statement 
December 31, 1933 


ASSETS 


Deposits in Banks................ $ 520,274.29 
U. S. Bonds and Notes............ 1,423,578.91 $ 1,943,853.20 


OTHER BONDS: 


State, County and Municipal.................. 
Public Utility 


3,195,524.70 
4,135,960.77 


IS Cont aioe nite Soe i 5 1,374,696.83 
ns i Fares baru gules 350,113.18 
FIRST MORTGAGE LOANS: 
ie gia iw wk knxlans 5,197,627.24 
OES | ee re ere 3,662,394.41 
Policy Loans and Premium Notes................ 7,100,991.49 
EAE eee eee 3,146,080.00 
Due and Deferred Premiums (Net).............. 817,566.65 
Interest Due and Accrued.................... 654,832.65 
I ah noua Bi So hw Bek eee Ss 72,279.70 
EE oe ce rea re, ee Ce hone $31,651,920.82 
LIABILITIES 
Legal Reserves to protect policy contracts.......... $27,107,340.00 
Death Claims due and unpaid.................... None 
Claims reported but proofs of loss not received... . 129,841.84 
Premiums and interest paid in advance............ 233,068.37 
Reserve for taxes and expenses payable in 1934... .. 148,057.81 


Policyholders dividends on deposit................ 1,266,362.70 


ADDITIONAL RESERVES: 


For future dividends.............. $ 567,250.10 
Special Contingencies Reserve... . . 1,000,000.00 
Unassigned Surplus 1,200,000.00 


I oe eee es meta ee ged $ 2,767,250.10 


.. .$31,651,920.82 


INSURANCE IN FORCE $158,346,581.00 
SOME SIGNIFICANT FACTS 


Each and every year of the depression the cash income of the 
Company exceeded all cash demands and in 1933 Mutual Trust 
increased its surplus and special contingencies reserve 22%. 


Actual to Expected Mortality.......................... 45.12%, 
Paid Policyholders and Beneficiaries in 1933........ $4,684,221.56 


Payments to Policyholders since organization... .... 





The only Illinois mutual full level premium reserves company and 
one of the twenty-four such companies in the United States. 





It retired its capital stock during its first year. 





One continuous management for twenty-nine consecutive years. 
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President Mays Defends 
Company Administration 


CONTINENTAL LIFE CASE UP 





Answers Charges of Insolvency and 
Mismanagement by the Missouri 
Insurance Department 





ST. LOUIS, Feb. 1—Ed Mays, 
president Continental Life of this city, 
before Circuit Judge Ryan was the first 
witness for the company in defense of 
the suit brought by Superintendent R. 
E. O’Malley to have it declared insol- 
vent, restrained from further operations 
and dissolved. 

The early part of his testimony was 
given over to a recital of his boyhood 
days on an Arkansas farm and of his 
banking and stave manufacturing ac- 
tivities at Leslie, Ark., prior to his ar- 
rival in St. Louis in 1921 worth $1,000,- 
000 and of his later expansion in the 
local banking field and final acquisition 
of control of the Continental Life early 
in 1927. 

Proceeded to Answer Charges 


Then item by item he proceeded to 
answer the charges that had been made 
in the report of the Missouri examina- 
tion on which the O’Malley suit is 
based and by the department’s wit- 
nesses called in support of its conten- 
tion that the company was not only 
mismanaged but insolvent. 

One matter he explained was the dis- 
charge of Vice-president and General 
Counsel Charles G. Revelle Jan. 2. He 
said that Mr. Revelle was let out on 
account of his conduct in relation to 
the demands of Superintendent O’Mal- 
ley in connection with the opening of 
the Grand National Bank. 

He also told of personally converting 

(CONTINUED ON PAGE 26) 








New President 














EMRY C. GREEN 


Emry C. Green, who has served for 
some time as executive vice-president 
of the Pilot Life of Greensboro, N. C. 
has been elected president. Under his 
leadership some noteworthy gains have 
been registered. J. C. Smith of Greens- 
boro, general counsel, was added to the 
board. W. B. Clement, superintendent 
of the industrial division, which regis- 
tered unusual gains for 1933, was made 
assistant secretary in connection with 
his present duties. 


Figures for 1933 Given 


Paid-for business for 1933 exceeded 
that for 1932 by 17.5 per cent. Assets 
were reported at $13,634,656.44: capital, 
surplus and contingency reserve $1,597,- 





ASSETS 
First Real Estate Mortgages. . $447,985.50 


Total Disbursements 
Excess of Income Over 
Disbursements 


Increase in Assets . . 


Increase in Surplus . 





The Manhattan Mutual Life 


INSURANCE COMPANY 


of Manhattan, Kansas 


16th Annual Statement 


(Year Ending December 31, 1933) 


BOO cxie aes eo phos 23,752.98 Dividends Left with Company 14,782.38 
Real Estate Owned........ 72,051.85 ag ne 900.00 
Real Estate Sold Under “aan pal Jah ate Se eae , 

eS ge a 12,607.35 Premium and Interest Paid in 

(Unpaid Balance) ee | a ee 2,869.68 
Home Office Building...... 19,000.00 Reserve for Taxes.......... 4,000.00 
Policy MGONS: ..5\5 6-0» ss.0: ; 285,349.01 Bills Payable ............-. 176.81 
Interest and Rent Due an patcatae 

+ nani ec eae nina 27,388.98 All Other Liabilities........ 8,998.68 
Premiums Due and Deferred 31,658.76 
Bills Receivable ........... 25,171.00 Total Liabilities ..........-. $838,311.65 
Cash on Hand and in Banks 27,668.78 

————  POLICYHOLDERS' 
Total: Asteis 05 65 ovistecnntin $972,634.21 SrpeUUS- =... lL $108,883.15 
Less Assets Not Admitted 25,439.41 
Total Admitted Assets...... $947,194.80 $947,194.80 
kk 

Total Income ....... _. $198,376.50 


145,233.68 73.21% of Income 


$ 53,142.82 26.79% of Income 


Increase in Policy Reserves . 


LIABILITIES 


Policy Reserves $806,584.10 


. $ 52,384.93 5.85% 
32,962.63 4.26% 
, 14,726.08 15.65% 














804.12, total payments to policy owners 
and beneficiaries since organization 
$19,975,491.58. 

A. W. McAlister, chairman of the 
board, and other directors spoke highly 
of the accomplishments made under the 
direction of Mr. Green and of J. M. 
Waddell, agency manager. 

Mr. Green is a native North Carolin- 
ian. Following schooling at Georgia 
Tech he had experience in the U. S. 
Navy during the world war. Follow- 
ing several years of experience in the 
mortgage loan department of the Jeffer- 
son Standard Life, where he made an 
outstanding record, he was elected sec- 
retary. In this connection he main- 
tained intimate contact with the Pilot 
Life and was elected executive vice- 
president of the latter in July, 1933. 


Illinois Department Ignored 





Peoria, IIl., Judge Orders Co-receivers to 
Proceed With Plans to Mutualize 
Peoria Life 





PHORIA, LLL” feo. 1.—G. A. 
Shurtleff, :co-receiver for the Peoria 
Life, at the suggestion of Circuit Judge 
Niehaus, has ignored the conditions 
upon which Insurance Director Palmer 
set forth a temporary charter to the 
proposed Peoria Mutual Life. The 
court ordered Mr. Shurtleff and C. V. 
O’Hern, co-receiver appointed by Mr. 
Palmer, to proceed immediately to mu- 
tualize the Peoria Life. The charter 
issued by Mr. Palmer is valid without 
the reservations included in it and shall 
stand, the court ruled. 

Judge Niehaus declared that there 
had been too much delay and the in- 
terests of policyholders must be con- 
sidered. The matter came before the 
court on the petition of Shurtleff to 
construe the temporary charter. Shurt- 
leff said the attorney-general approved 
the form of application of the Peoria 
Mutual for charter, and there appeared 
to be no law requiring that the pro- 
vision of insurance director grant a 
charter. 


Palmer’s Letter Criticised 


Shurtleff charged that. Mr. Palmer 
sent a 3,000 word letter to the Peoria 
press and H. A. Frankel, director of the 
new company, but not to any of the 
incorporators. Judge Niehaus ruled 
that neither the insurance department 
nor the director had legal right ao make 
changes in the charter. His act in mak- 
ing the changes which the petition 
shows were made “was clearly illegal 
and void,” the judge stated. 

The directors of the Peoria Mutual 
met with the co-receivers, elected tem- 
porary officers and proceeded with or- 
ganization plans. M. M. Baker was 








Assistant to Guardian Life 
Vice-president Is Appointed 





JAMES SCOTT 


James Scott has been appointed as- 
sistant to the vice-president of the Guar- 
dian Life. He was formerly with the 
Missouri State Life as vice-president 


and comptroller, retaining the position 2 


of comptroller with the General Amer- 
ican Life when it took over the business 
of the Missouri State. 

Born and educated in Scotland, Mr. 
Scott entered the employ of a life com- 
pany there and became interested in the 
actuarial phase of the business. In 1914 
he came to the United States and for 
several years was in the actuarial de- 
partment of the Home Life of New 
York. He went with the Missouri State 
as assistant actuary, subsequently being 
appointed comptroller, and then vice- 
president and comptroller. 








named temporary chairman and John 
Blossom, secretary. Plans were oiut- 
lined for the reinsurance of policyhold- 
ers. 

A motion was filed for a bill of par- 
ticulars charging Emmet C. May, chair- 
man Peoria Life, with embezzling o! 
$35,000 from the company. This was 
denied by Judge Henry Ingram. Mr. 
May and G. B. Pattison, secretary Pe- 
oria Life, filed motions for bill of par- 
ticulars upon indictment charging them 
with conspiracy to defraud the company 
of $250,000. Judge Ingram took this 
appeal under advisement for a week. 


———— 








American Life Convention Committees _ 





F. V. Keesling, president of the Amer- 
ican Life Convention, announces the 


‘personnel of the valuation of securities, 


policy provisions for cash and loan val- 
ues and departmental supervision com- 
mittees of the organization. 

J. B. Reynolds, president Kansas City 
Life, is chairman of the policy provi- 
sions for cash and loan values and re- 
lated subjects committee; Col. C. B. 
Robbins, president Cedar Rapids Life, 
heads the departmental supervision com- 
mittee, while G. S. Nollen, president, 
Bankers Life of Des Moines, is the rank- 
ing member of the valuation of securi- 
ties committee. 


Members of the Committees 


The other members of the committees 
are: 

Valuation—T. W. Appleby, president 
Ohio National Life; O. J. Arnold, presi- 
dent Northwestern National Life; G. A. 
Boissard, president National Guardian 
Life; Victor Etienne, Jr., president West 
Coast Life; William Montgomery, pres- 
ident Acacia Mutual Life; E. G. Sim- 








mons, vice-president | Pan-American 
Life; H. M. Woollen, president Amer 
ican Central Life. 

Policy Provisions—H. W. Buttolph, 
secretary American Central Life; E. 2 
Cammack, vice-president and_actuaty 
Aetna Life; Arthur Coburn, vice-pres 
dent North American Reassurance; \. 
P. Coler, actuary American Centra 
Life; J. M. Laird, vice-president Cot 
necticut General Life, and T. A. Phil 
lips, president Minnesota Mutual Life. 


Department Supervision 


Departmental Supervision — E. 0. 
Burget, president of the Peoples Life 
of Frankfort, Ind.; R. J. Giles 
vice-president Occidental Life of L0 
Angeles; R. E. Hall, associate counse 
Aetna Life; Isaac Miller Hamilton, pre 
ident Federal Life; Miles Scheaffer, se 
retary United Benefit Life of Omaba) 
W. C. Schuppel, executive vice-pres* 
dent Oregon Mutual Life; H. L. oa 
president Southland Life, and G. 
Steinman, president Midland Mutu 
Life, Columbus, O. 
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Sears Roebuck Get 








ite National of U. S. A. 
ated | | 
wae (CONTINUED FROM PAGE 3) 
7% tory laws would forbid such a differ- 
ential. 


| It is considered that the mail busi- 
ness, with at first a $2,000 non-medical 
limit, will offer agents fine leads for 
personal solicitation. 
The Hercules will shy away from 

“trick” forms. The forms approved in 

Illinois are five year term, ordinary life, 
life payment forms, endowment and re- 
tirement contracts. Rates will be an- 
nounced soon. 

Dividends Serve as Buffer 


The decision to sell participating con- 
tracts was made after a study of ac- 
tuarial figures which, Mr. Odell said, 
showed that the Hercules could write 
non-participating insurance at _ rates 
lower than almost any other companies, 
but that the added cushion derived from 
dividends was highly important under 
modern investment and economic con- 
ditions. 

Considerable economy is expected to 
result from the correlated operations of 
the Hercules and Allstate. Allstate 
personnel will be used for many func- 
tions of the Hercules. Some personnel 
of the National Life, U. S. A., will be 





das: 
Guar- taken over. ; 
h the Insurance Director Palmer of IIli- 





nois expressed approval of the court’s 


sident siege I : 
pie. decision in a public address. Speaking 
ring before a meeting of the Insurance 


Brokers Association of Illinois he said, 
| “Sears, Roebuck has the ability to run 
-— a life insurance company. I am for 





siness 





Pos them and think they will do a good 
‘oie + job. The reinsurance contract is a good 
1 1914 one for policyholders of the National 
re Life of U. S. A., and I think the Her- 
“es cules Life will treat agents of the 
Pros other company right.” 





State fam Mr. Odell said that first steps will be 
bene : not to go out after primary writings, 
vice, TE but to perfect organization and per- 
~ sonnel of the new company, to conserve 
] business, examine assets of the Na- 
—_ — ~—stttional Life, U. S. A., and put them in 
sound shape, to contact policyholders 
and explain details of the reinsurance. 
“question and answer” pamphlet 
clarifying all points in the reinsurance 
agreement is to be prepared. 


Judge Speeds Action 








ee 
Serb ta 


The Hercules Life articles of in- 
corporation have been published and 
certificate of publication filed with the 
department. Charter has not been se- 
cured but it is believed this will be 
granted quickly. There was effort of 
some interested parties in court to 
check the award to the Hercules Life, 
and complicate the issue. by seeking de- 
ay and permission to file other bids. 
Superior Judge Lindsay said sufficient 
notice had been given and he was im- 
Patient with interests who sought de- 
lay. He said the Hercules Life rein- 
surance agreement gave the greatest 
Suaranties to policvholders, that all 
claims would be paid in full. A prim- 
arv consideration was to keep assets in 
Illinois, if possible. 

Under the Hercules Life plan, two 
trustees will be appointed. one by the 
Court and the other by the company. 
heir duty will be to agree on a sched- 
ule of prices for valuing assets of the 
National Life, U. S. A., for the pur- 


7 
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ao 
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fe Pose of sale. These prices will be ad- 
justed vear after year. or more fre- 
| © duently if necessary. No assets will be 
OF sold below the agreed nrice, save upon 
Life Hi *8teement of the trustees. 
Giles, Provision of the reinsurance con- 
Los tract is that the Hercules Life shall be 
ynsel allowed fees for managing National 
pres- ife. U. S. A., business, as follows: $2 
sec Per $1,000 for premium-naving nolicies, 
aha; €xcent extended insurance: $1 ver 





— for extended insurance. The Her- 
cules. however, durine the first 15 
Months will charge back only 90 per- 
cent of thece fees. . 

Mr. Odell stated that $1,000,000 cash 








would be placed in a Chicago bank this 
week to the account of the Hercules 
Life. Of this, $500,000 is for capital 
and $500,000 surplus. Objections to the 
court’s findings by other interests will 
be heard this week, but there is little 
chance that the deal will be upset. 


Official Setup Prepared 


Officers of the Hercules are: Chair- 
man, Lessing J. Rosenwald; president 
and treasurer, G. E. Humphrey; Vice- 
president Odell; secretary, W. N. Lowe, 
and auditor F. F. Fowler. The tenta- 
tive list of directors is: Messrs. Rosen- 
wald, Humphrey, Odell; R. E. Wood, 
E. J. Pollock, J. M. Hancock, H. W. 
Endicott, J. H. Barker and Hugo Son- 
nenschein. The finance committee is 
Messrs. Rosenwald, Humphrey and 


Pollock. 

Mr. Humphrey is director and vice- 
president of Sears, Roebuck, president 
and director of Allstate companies. Mr. 
Odell, was general agent Travelers 
1914-1918, broker Moore, Case, Lyman 
& Hubbard 1918-1922; manager same 
agency’s life department, 1922-1925; as- 
sociate member Moore, Case and gen- 
eral manager health and accident de- 
partment 1925-1926, full member of 
firm, 1926-1930. Mr. Fowler is comp- 
troller Allstate companies. He was 
comptroller and office manager Rock- 
wood Company, Chicago, from 1921 to 
1929. s 

Highlights of the Hercules Life re- 
insurance contracts are: 

Lien 50 percent, with 4% percent in- 
terest to Dec. 31, 1948, and thereafter at 
rate provided in individual policies for 
reserve accumulations. Lien and accrued 
interest to be waived on all death claims 
occurring prior to Dec. 31, 1943, under 
policies in force as premium paying poli- 
cies at date of death. Lien deducted 
from death claims under policies paid up 
by their terms up to the date of the re- 
ceivership, and holders to get certificates 
of participation affording proportionate 
payments when liens are reduced on 
other policies. No deduction of lien on 
such policies paid up by their terms after 
receivership. 

All profits on National Life, U. S. A. 
business credited to National Life fund. 
Liens are adjustable. Profits after Dec. 
31, 1948, go to Hercules Life. All par- 
ticipating policies to be adjusted to non- 
participating at appropriate rate as of 
date of issue. All National Life poli- 
cies after Dec. 31, 1948, to become par- 
ticipating. 

Death claims outstanding on date of 
reinsurance to be paid in full, and full 
liability assumed for supplementary con- 
tracts outstanding Oct. 17, 1933, arising 
from death claims. Waiver of premium 
disability benefits allowed in full; all 
other policy benefits adjusted to reduced 
basis. Income disability and accident and 
health benefits discontinued. Moratorium 
on cash and loan values for five years, 
not applicable to values accumulated 
from premiums paid after Oct. 17, 1933. 

Renewal commissions may be paid to 
agents. National policies may be ex- 
changed for Hercules contracts, profits 
on such exchange to go to National Life 
fund and commissions on exchange lim- 
ited. Taxes, renewal commissions and 
investment expenses directly chargeable 
to National Life fund. 

Reduction of 50 percent in amount to 
be made on: Extended insurance as of 
Oct. 17, 1933, not subject to lien or fur- 
ther adjustment thereafter; endowments 
matured and unpaid on that date, but 
subsequent reductions in liens to be paid 
In cash; payments under supplementary 
contracts in force Oct. 17, 1933, arising 
from endowments, subsequent liens to be 
paid in cash; amounts due Oct. 17, 1933, 
or thereafter on single premium or de- 
ferred annuities, not subject to lien or 
further adjustment, but premiums re- 
duced to 50 percent on premium paying 
deferred contracts; deferred dividend 
funds, not subject to further adjustment, 
Under endowments maturing after Oct. 
17, 1933, lien and accrued interest to be 
deducted, subsequent lien reductions 
payable in cash. 


Gregory Agency’s Record 
I. A. Gregory, Oregon, general agent 
for Mutual Benefit Life, announces paid 
business in 1933 was $685,928 as com- 
pared with $558,270 in 1932. Applica- 
tions increased from 164 to 215. 





89-Year Record 
of Protection to 
Policyholders 


Since it started business in 1845, this Company 
has paid to policyholders and beneficiaries over 
$3,910,000,000. Over one billion dollars of this 


amount was in dividends. 


EEE SE EEO OBOE OM OEM OBO A EOI 


The stability of this strong mutual company 
has been particularly demonstrated during the past 
four years of business depression. In every one of 


these years, income has exceeded disbursements. 


Throughout all the years—during every panic, 
every war and every epidemic down to the present 
hour—the New York Life Insurance Company has 
met every obligation to its policyholders and bene- 
ficiaries; it is amply prepared to continue to do so 
throughout the life of every one of its insurance 


and annuity contracts. 


NEW YORK LIFE 
INSURANCE 
COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 
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IMPROVEMENT SHOWN IN STATEMENTS 








(CONTINUED FROM PAGE 3) 


$1,000,000 of high class short term se- 
curities maturing in 1934. New paid 
business showed a decrease of 18 per- 
cent. The insurance in force amounted 
to $460,381,632. The underwriting ex- 
perience proved unusually favorable. 
The mortality rate, 44.35 percent, was 
the lowest in the company’s history. 
Over the pasf five years, the company 
has had an average mortality of 49 per- 
cent. 

President Heye points out: “The 
company holds no stocks of any kind. 
In its statement, all securities are car- 
ried at the amortized value, as required 
by the various states, or, where that is 
not applicable, at the values determined 
by the National Convention of Insur- 
ance Commissioners. Only about 2 per- 
cent of these securities were in default 
as to principal or interest on Dec. 30, 
1933. 


NATIONAL LIFE OF VERMONT 


The National Life of Vermont reports 
assets $151,796,346, increase $3,639,854. 
Contingency reserve was increased from 
$1,000,000 to $2,000,000 and net surplus 
was increased $173,354. 

The company holds $23,666,726 in gov- 
ernment, state and municipal bonds; 
$11,733,640 in public utility bonds, none 
of which are in default as to principal 
and interest, and cash of $5,472,727. 

The decline in insurance premiums 
was more than offset by an increase in 
annuity considerations, so the combined 
receipts from policyholders and annui- 
tants was the largest in the company’s 
history. 

Mortality was 62.52 as compared with 
60.51 the year before 

President F. A. Howland expressed 
the belief great improvement has set in. 
He pointed out sales of annuities are 





MANAGERS 
WANTED 


for 


MISSOURI 
OKLAHOMA 
KANSAS 
AND 
NEBRASKA 


Will make commission or com- 
mission and salary contract. 
None but experienced and suc- 
cessful agents need apply. Give 
all necessary information and 
qualifications in first letter. Re- 
plies will be held strictly con- 
fidential. 


By a Company whose liquidity 
rating is excellent, whose pol- 
icyholders’ rating is B—Very 
Good. The Company has met 
all obligations promptly and in 
cash. It has increased its as- 
sets each year since organiza- 
tion. During 1933 it increased 
its Assets 2.18% and increased 


Surplus and Special Funds 
42.3%. The Company is man- 


aged by experienced insurance 
men familiar with the agent’s 
problems and knows how to 
co-operate. Not now licensed 
in above states but will open 
for the right man. 


Address Y-15, The National 


Underwriter 














increasing, there is a return to normal of 
the demands for policy loans, market 
value of securities has increased, real es- 
tate earnings have become enhanced and 
there is an increase in the value and 
salability of real estate. 


MONARCH LIFE 


J. W. Blunt, vice-president and agency 
manager, and L. C. Clarke, treasurer of 
the Monarch Life of Springfield, Mass., 
have been elected directors. It has $15,- 
732,836 insurance in force, its new busi- 
ness last year being $2,958,300. Its as- 
sets are $2,800,709, capital $445,600, net 
surplus $253,391. The company with- 
drew from Florida, Georgia, Kentucky, 
North Carolina, Oklahoma and Texas 
during the year and ceased active opera- 
tions in Washington. It is licensed to 
transact business in 26 states and the 
Distrit of Columbia. The premiums on 
accident and health policies in force 
Dec. 31 on a quarterly basis amount to 
$553,626, decrease $64,824. 


CONNECTICUT MUTUAL LIFE 


The Connecticut Mutual reports as- 
sets of $226,064,961, increase $7,258,653. 
Cash and United States government 
bonds amount to $21,414,189. Contin- 
gency reserve amounts to $1,009,075 and 
unassigned funds $9,127,819. 

Income during 1933 was $47,661,153, 
the greatest in its history. The increase 
was attributed by President James Lee 
Loomis to the increasing desire of the 
public to seek a safe reservoir for their 
funds, resulting in increases in single 
payment life and endowment and an- 
nuity premiums. Investment income 
amounted to $9,415,285. 

Although new insurance dropped 
from $85,807,419 to $72,262,205, there 
was an increase in the number of lives 
insured from 16,695 to 18,042. Total 
insurance in force is $903,879,081. 

Pavments to policyholders and bene- 
ficiaries were $29,363,331, the largest in 
its history. 

There was a definite recession in the 
demand for policy loans during the lat- 
ter half of 1933. 

President Loomis commented on the 

life insurance situation, stating that the 
security and persistency of the life com- 
panv is based primarily on the certainty 
of life’s continuance and upon its in- 
vestment structure. Death losses, which 
are much less than provided for, make 
available surplus income that can be 
used, if needed, to make good a loss of 
investment income. If the interest re- 
turns from investments fall below the 
amount required in the accumulation of 
legal reserve, resort mav be had to mor- 
tality savings to replenish the defi- 
ciency. 
; Further reasons for the solidity of life 
insurance, are the skill and conservatism 
with which the great mass of insurance 
funds have been invested, the high type 
of state supervision and the statutory 
provisions as to investments and ex- 
penses. Then there is generally a high 
sense of trusteeship in life insurance 
management. 


NORTHERN LIFE OF SEATTLE 


The Northern Life of Seattle has 
been highly commended by the Wash- 
ington, Oregon and California depart- 
ments as the result of a recent exam- 
ination. The company has kept in a 
liquid position. Last year it wrote $11,- 
500.000 new business. Its assets are 
$13,390,889, increase $560,000. It has 
surplus for contingencies amounting to 
$93.000. Its insurance in force amounts 
to $125,749,500 including life, health and 
accident. 


FARMERS UNION LIFE 
Life of Des 


converted from a 


The 


Moines, 


Union 
was 


Farmers 
which 


mutual to a stock company last year, 
including 


reports assets $1,721,830, 





mortgages $806,477, real 
566, cash $7,771, policy loans $630,976, 
interest due $77,080, and premium notes 
$62,626. 

Policy reserves amount to $1,053,411, 
borrowed money and accrued interest 
$190,587, special reserve and script cer- 
tificates $2,724, capital $207,850, and net 
surplus $102,218. 


STATE MUTUAL LIFE 


Assets of the State Mutual Life of 
Worcester at the end of the year were 
$152,614,471 including U. S. govern- 
ment bonds $5,420,230, state, county 
and municipal bonds $11,711,050, public 
utility, railroad and other bonds $27,- 
830,206, guaranteed and preferred 
stocks $667,870, common stocks $610,- 
575, mortgage loans $51,596,414, policy 
loans $36,994,325, real estate $7,305,022, 
cash $3,307,130. 

Policy reserves amount to $129,682,- 
934, security fluctuation reserve $1,175,- 
000 and general surplus $9,330,491. 

New insurance paid for during the 
year was $30,895,104 and insurance in 
force amounted to $598,661,131. Total 
receipts were $28,349,113 and disburse- 
ments $26,318,074. 

Total disbursements of the State Mu- 
tual in the four depression years to 
policyholders and their dependents and 
beneficiaries were $66,141,401. In each 
of these years there has been a gain 
in assets and increase in surplus. In- 
come has always exceeded outgo. 

The average policy written in 1933 
was $3,055. In 1929 it was $4,988. There 
has been a growth in female insurance, 
20.15 percent of the lives written in 
1933 being women. 

Mortality experience last year was 
61.1 percent. The suicide mortality was 
much less. The mortality of policyhold- 
ers who carried the largest coverages 
still continues somewhat greater than 
the normal mortality. 


CONTINENTAL ASSURANCE, CHICAGO 


The annual statement of the Conti- 
nental Assurance of Chicago shows as- 
sets $18,683,327 of which $1,116,382 is 
cash, $1,376,835 federal obligations, $1, 
387,198 other public bonds, $2,888,419 
public utility, railroad and miscellane- 
ous bonds, $1,179,165 preferred and 
guaranteed stocks, $4,567,973 mortgage 
loans, $3,233,053 policy loans, $1,678,- 
381 real estate. Its contingency reserve 
is $250,000, capital $1,000,000, net sur- 
plus $2,254,209. The contingency re- 
serve is more than adequate ‘to write 
down to market quotations as of Dec. 
31, 1933, all bonds ineligible for amor- 
tization and all stocks. Its new busi- 
ness was $28,179,656, insurance in force 


$164,688,314, increase $2,904,507. Its 
assets increased $843,651 and its sur- 
plus $97,743. It paid policyholders $2,- 


166,036. Its cash and federal bonds 
increased $900,000. There are five is- 
sues of bonds in the portfolio on which 
interest was not paid when due. 

C. R. Messinger, president of the 
Oliver Farm Equipment Company and 
chairman of the board of the Chain 
Belt Company, has been elected a di- 
rector. The company’s portfolio is well 
diversified and its investments are of 
high grade. 





VICTORY LIFE OF KANSAS 


_ The Victory Life of Topeka, Kan., in 
its new annual statement shows assets 
$3,323,597, increase $220,491. Of the 
assets $113,050 are in real estate, $1,279,- 
190 mortgages, $728,632 policy loans, 
$927,543 federal and municipal bonds, 
$110,235 cash. Its capital is $200,000 
and its surplus and contingency fund 
$400,000, increase $77,045. This gives 
its policyholders’ surplus $600,000. Its 
excess of income last year was $194,190. 
It has $22,600,000 insurance.in force. 
Last year it paid policyholders $476,930. 
The Victory Life is one of the well 
managed companies in Kansas and 
gives a good account of itself. 

For many years the Victory Life has 
been paying about 35 percent dividends 
to its policyholders. In March last 
year it decided to pay 25 percent and 


estate $132,- 





the same scale will be used this year, 
Of the $476,930 paid to policyholders 
last year, $160,000 was dividends. W. J, 
3ryden, the secretary, was given a vote 


of confidence for his able and efficient § 


management. E. E. Shurtleff was made 
assistant general manager and John H., 
Linn, manager of the renewal depart- 
ment. John C. Nelson was promoted 
to office manager and auditor. 


MUTUAL TRUST LIFE 


The Mutual Trust Life of Chicago in 
its annual statement shows that the 
mortality ratio was 45.12 percent. It 
paid policyholders last year $4,684,222 
and it has paid since organization $33,- 
278,604. It is the only Illinois mutual 
full level premium reserve company. It 
retired its capital stock during its first 
year and has been under one continuous 
management for 29 consecutive years. 
Its assets are $31,651,921 of which 
$1,423,579 is in United States bonds and 
notes, $520,224 cash, $3,195,524 state, 


county and municipal bonds, $4,135,961 7 
public utility, $1,374,697 railroad, $350, 7 


113 industrial. Its city mortgages 
amount to $5,197,627, farm $3,662,394, 


policy loans $7,100,991, real estate $3- [7 


146,080. Its reserve for future divi- 
dends is $567,250, for special contin- 
gency $1,000,000 and its net surplus is 
$1,200,000. Insurance in force is $158, 
346,581. The company’s portfolio is di- 
versified and shows a splendid selec- 
tion. 


COUNTRY LIFE OF CHICAGO 


The Country Life of Chicago in its 
new annual statement shows a gain of 
insurance in force of $6,697,557. — Its 
new business paid for last year was 
$11,606,500, its mortality ratio 28.8 per- 
cent and its lapse ratio 7.92 percent. 
The company prides itself that 92 per- 
cent of its investments are in govern- 
ment, state and municipal bonds, its 
net interest earned being 3.45 percent. 
Its insurance in force is $54,065,807. 
The company has gained insurance in 
force every month since it started five 
years ago. Its assets are $2,468,476 
and its policyholders’ surplus $504,211. 
Of its assets $1,353,758 are federal se- 
curities. Other bonds are $662,316, 
policy loans $233,138, cash $22,652. 


EQUITABLE LIFE OF IOWA 


Admitted assets of the Equitable Life 
of Iowa are $132,000,884, including gov- 
ernment bonds, $1,503,000 and cash $2, 
537,640. The company borrowed 10 
money in 1933 and was not obliged to 
sell any bonds. Surplus to policyholders 
is $7,139,814, gain $532,855. 

Paid-for business in 1933 was $39,471; 
258. Slightly more than 35 percent was 
written on old policyholders. Payments 
to beneficiaries and policyholders were 
$18,615,515, cash income $26,468,959 and 
disbursements $24,014,989. Insurance in 
force is $569,465,206. ; 

The New York agency stood first 1 
production for the year with $2,553,302; 
Rice agency, Harrisburg, Pa., $2,463; 
894; Kansas City, $1,986,894; Chicago, 
W. F. Crawford $41,830,230, Chicago, 
Griffin, Ingram & Pfaff, $1,750,967. 


SECURITY MUTUAL LIFE 


The Security Mutual Life of Ne 
braska increased assets during the year 
by $135,000 to a total of $5,436,000 and 
surplus $48,550 to a total of $371,64%. 
Total insurance in force is 29 millions; 
total income 1933, $977,434; interest 
earned, 5.02 percent. 


GREAT WEST LIFE OF WINNIPEG 


The annual statement of the Great 
West Life of Winnipeg, Can., has bees 
issued showing insurance in force $59" 
294,135, new business $54,230,719, tota 
income $26,550,844, paid policyholders 
$21,867,679, surplus earned $5,165,/' 
assets $134,762,165, contingency reat 
surplus and capital $6,234,950. Of it 
assets 35.6 percent are in bonds and ~ 
bentures, 22.6 percent in city rye 
gages and property, 22.1 in policy ge 
18.3 percent in farm mortgages a 
property, 1 percent in cash. Durt 
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1933, $4,144,383 was paid in dividends 
to policyholders and the company has 
announced an increase in the scale for 
this year. There is an increase in new 
business and the company notes con- 
siderable improvement in persistency of 
business. 


LUTHERAN BROTHERHOOD 


The Lutheran Brotherhood of Minne- 
apolis has issued its new annual state- 
ment showing assets $4,198,943 of which 
18.14 percent are in city mortgages, 18.6 
farm and 8.57 church. Its bonds con- 
sist of 14.15 government, state and 
municipal, 6.49 public utility and 2.31 
railroad. Its policy loans are 19.62 per- 
cent and its cash 2.08 percent. Its real 
estate is 1.79 percent. Its contingency 
reserve is $60,000 and its net surplus 
$319,619. Its mortality ratio is 40.08. 
Its ratio of assets to liabilities is 109.04 
percent and its net rate of interest 
earned was 4.5 percent. It has $42,568,- 
339 insurance in force. This is a legal 
reserve company that is held in high 
esteem by those who are insured in it. 


KANSAS CITY LIFE 


The Kansas City Life in its new an- 
nual statement shows assets $71,887,987 
of which $6,336,733 is real estate aside 
from its home office building, which is 
valued at $1,427,421; farm mortgages 
$20,392,222, city mortgages $11,246,434, 
policy loans $18,178,901; state, county, 
municipal and school bonds $7,220,402, 
government bonds _ $2,125,676; cash 
$1,015,046, accrued interest $2,079,470, 
premiums in course of collection $2,- 
000,990, assigned policyholders surplus 
$788,527, asset depreciation and _ sus- 
pended mortality surplus $1,000,000, cap- 
ital $1,000,000, net surplus $6,689,717, 
unassigned surplus $9,478,243, policy- 
holders surplus $9,478,243, new business 
$73,214,324, paid policyholders $10,542,- 
883. The Kansas City Life has more 
than $82,000,000 of business in force in 
its home state. It is one of the most 
substantial western companies and is 
governed by President J. B. Reynolds, 
who stands high in the business of in- 
surance. 


JEFFERSON STANDARD LIFE 


The assets of the Jefferson Standard 
Life amounted to $55,522,312 at the end 
of the year. Surplus and capital are 
$2,650,000. The company holds $1,331,- 
040 of cash. New ircurance paid for in 
1933 amounted to $36,456,800, insurance 
in force $308,810,832, total payments to 
policyholders and beneficiaries last year 
$9,187,166. The mortality ratio was 57 
percent, the interest earned on total in- 
vested assets was 5.5 percent and the 
actual interest collected from mortgage 
loans averaged 6 percent. The actual 
interest paid in 1933 on funds held in 
trust was 5 percent. 

A semi-annual dividend of $3 per 
share was declared. A special reserve 
fund of $900,000 was set up. During 
the last six months of 1933 there was 
an increase in business for each month 
‘Sy comparison with the corresponding 
month of 1932. 

_ For the first three weeks of 1934 
there was an increase of 53 percent in 
production. 


GENERAL AMERICAN LIFE 


The General American Life of St. 
Ouls has issued its first annual state- 
teat as of Dec. 31, showing assets 
Ha of which $2,832,802 is cash, 
ps 019,885 bonds, $3,788,823 stocks, 
°23,295,954 mortgages, $1,014,312 real 
estate sold under contract, $15,652,403 
he estate held including home office 
tlding valued at $950,000, premium 
-—" $36,193,898, policy liens $30,776,- 
p~ Mg legal reserve consists of $123,- 
ba ahly Its capital is $500,000 and net 
plus $1,458,103. It has taken over 
a loan of $5,445,841 of the Missouri 
_ Life from the Reconstruction Fi- 
the Corporation. Since it acquired 
bol eh State Life it has paid 
163 3,118 on the original loan of $7,- 

959. The management of the com- 
Pany under President Walter W. Head 





driftwood and put the business on a 
very substantial basis. None of the di- 
rectors of the General American Life 
— directors of the Missouri State 
Life. 


OLD LINE LIFE OF AMERICA 


The Old Line Life of Milwaukee has 
issued its annual statement showing as- 
sets $17,517,597, of which $9,240,214 are 
mortgages, $3,167,428 policy loans, $2,- 
114,459 bonds, $220,792 cash, $2,236,279 
real estate, $247,698 premiums due. Its 
capital is $1,000,000, contingency re- 
serve $275,000, net surplus $664,921. Its 
first year premiums amounted to $115,- 
869, renewals $1,963,320, total income 
$3,066,540, paid policyholders $2,122,- 
651, total disbursements $2,786,582. Its 
accident and health premiums were 
$147,198, paid accident and health pol- 
icyholders $87,247. Its accident and 
health disbursements were $164,580. Its 
insurance in force is $77,039,562. Of 
its mortgages $2,304,699 are farm and 
$6,935,515 are city. 


GUARANTEE MUTUAL LIFE 


The Guarantee Mutual Life of 
Omaha has issued its annual statement 
showing assets $16,616,707 of which 
49.92 percent is municipal bonds, 12.67 
percent mortgages, 2.02 percent home 
office building, 4.23 real estate, 21.07 
policy loans, 2.62 cash, 4.7 premiums in 


course of collection, security fluctuation 
reserve $1,350,000, net surplus $1,218,- 
389, policyholders’ surplus $2,568,389. 
Its surplus is equal to 20 percent of its 
reserves. It has paid claims since or- 
ganization $19,504,022. Last year its 
claims were $1,561,029. It has insur- 
ance in force $121,941,601. The company 
is in very sound shape. 


PROVIDENT LIFE 


Insurance in force of the Provident 
Life & Accident is $58,156,987, increase 
$3,306,008. Total paid-for business dur- 
ing 1933 amounted to more than $16,- 
500,000. 

Assets 
$170,000. 

President R. J. Maclellan reports that 
during the year, many large salary sav- 
ing contracts involving both life in- 
surance and accident and health were 
closed, principally on the employes of 
railway systems of the middle west and 
southwest and terminal companies. 
Many large group contracts were writ- 
ten. 


& ACCIDENT 


amount to $6,082,400, gain 


COLONIAL LIFE, JERSEY CITY 


The Colonial Life of Jersey City 
closed a good year in view of all con- 
ditions, its insurance in force ‘being 
$108,114,894, assets $17,799,830, capital 
$900,000, contingency reserve $20,000, 











net surplus $850,656, policyholders sur- 
plus $1,770,656. Of its assets $6,507,- 
942 are bonds and stocks, $7,548,573 
mortgages, $2,096,367 real estate, $326,- 
750 cash. Its total income was $5,227,- 
296. Its new business last year was 
$54,676,369. It paid policyholders $2,- 
648,449 and it has paid policyholders 
since organization $26,743,413. 


BANKERS LIFE OF NEBRASKA 


The Bankers Life of Nebraska closed 
the year with assets of $39,639,000. Of 
this sum $22,500,000 are in mortgages, 
10 millions in policy loans, 2 millions 
in bonds and 3% millions in real estate. 
Surplus and contingency reserve totals 
$2,877,000. Since the first of the year 
it paid off the principal and interest, to- 
taling $980,000 of the loan secured in 
1932 from the Reconstruction Finance 
Corporation. This loan has been re- 
tired out of current income, together 
with mortgage loan payments, and 
without selling any bonds. The com- 
pany now has no borrowed money. To- 
tal cash payments to policyholders were 
$4,264,000. Insurance issued in 1933 
was $11,400,000, and in force at end of 
year $127,403,000. 


BUSINESS MEN’S ASSURANCE 


The Business Men’s Assurance 
showed a gain in assets of $619,078 in 





ment. 


depression.” 


Represented by Lea 


HE record of the 


MUTUAL INSURANCE BUILDING 


66¢ 
T HE success of any institution depends primarily upon the sound- 
ness of its business policies and the integrity and competency of its manage- 
Sound and conservative business policies and management during 
normal or prosperous times will tend to fortify it against the attack of 


—Hon. Merton L. Brown, Commissioner of Insurance, State 


of Massachusetts. 


James S. Kemper, President 


ding Agents 


Throughout 


"L-M-C"' is characterized by consistently 

favorable results produced through a judicious combina- 
tion of progressive methods with conservative and proven 
principles of sound casualty insurance practice. 


The success which has attended this policy has been most 
conspicuous during the past four years of economic stress. 
Within this period, in the face of a distinct downward trend 
throughout the casualty insurance field as a whole, the 
"'L-M-C"' scored substantial gains in every phase of its opera- 
tions. For example, at the close of 1932, the last year for 
which definite figures are available, this carrier had increased 
its annual premium income 25%, cash assets 38% and surplus 
to policyholders 28%, over 1929. 


Such progress, in bad times, is a convincing testimonial to 
the sound policies and capability of ''L-M-C'’ management. 


LUMBERMENS MUTUAL CASUALTY COMPANY 


CHICAGO, JU. S. A. 


the Country. 








las been doing much to clean out the 
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Thirty-Second Annual Statement 
January 1, 1934 


ASSETS 








PER CENT OF 
TOTAL ASSETS 
Municipal Bonds ............ 49.92% $ 8,294,661.67 
First Mortgage Loans....... 12.67 2,105,946.15 
Stocks, Market Value on 
Se 0.87 144,000.00 
Home Office Property....... 2.02 336,140.00 
Real Estate Owned.......... 4.23 702,125.70 
ere 21.07 3,501,410.89 
Cash in Banks and Treasury... 2.62 436,052.80 
Interest Accrued ........... La 283,878.53 
Premiums in Course of 
Collection .............. 4.70 781,659.42 
All Other Admitted Assets... 0.19 30,831.49 
Total Admitted Assets..... 100% $16,616,706.65 
LIABILITIES 
a $12,774,357.35 
Reserve for Income Policies............ 509,878.00 
Reserve for Claims Awaiting Proofs. . 55,700.00 
Reserve for Taxes, Etc................ 214,186.64 
Dividends Payable to Policyholders.... . 264,610.22 
Advance Premiums and Trust Funds... 229,585.81 
Surplus held for possible 
fluctuation in value of 
investments ........$1,350,000.00 
Surplus Unassigned .... 1,218,388.63 
Total Surplus, for the protection of 
policyholders. .............. 2,568,388.63 
ee Sess $16,616,706.65 
RESULTS—YEAR 1933 
Claims Paid Since Organization 
Nae pico uie saad « bKa $ 19,504,021.62 
ee ES. 1,561,028.85 
Insurance in Force January 1, 1934..... 121,941,601.00 


Bonds. 


Guarantee Mutual Life of Omaha. 


review of our financial condition. 




















IMPORTANT FACTS CONCERNING THIS COMPANY i 
Approximately 50% of our total assets is invested in Municipal 


We own no Railroad, Public Utility or Industrial Bonds. 

Our cash income has always been in excess of cash requirements, 
consequently it has NOT been necessary to sell a dollar’s worth of 
securities or borrow thereon to promptly meet current obligations. 
There are larger and older Companies in the United States but it 
will be difficult to find a Company financially stronger than the 


A copy of our booklet, “Analysis of Our Thirty-second Annual 
Statement,” will be mailed to anyone interested in a complete 


Write to F. A. Hicks, Superintendent of Agents, for details of the 
excellent Agency Opportunities available in Twenty-eight States. 




















.| 411,457. 








1933. There was also a gain in policy- 
holders’ surplus of $231,771 and a gain 
in insurance in force of $387,594. Busi- 
ness in the first half of the year was 
56 percent of the same period in 1932. 
In the second half it was 80 percent. 
November and December, 1933, showed 
a 98 percent ratio with the same pe- 
riod in 1932, and December showed a 
ratio of 108 percent. 

Investment income was the largest 


ever received in one year, it being 
$502,195. 
Insurance in force is $94,400,000. 


Average interest earned on investments 
was 5.5 percent. Benefits paid policy- 
holders since organization total $31,- 


Group Agency Leaders of 
Equitable Life of New York 


There were 28 agencies of the Equit- 
able Life of New York that produced 
$1,000,000 or more of group insurance 
during the year and nine of these ex- 
ceeded $5,000,000. The leader was the 
Edward A. Woods agency of Pitts- 
burgh. The next was the E. H. Keat- 
ing agency of Minneapolis. 

Following these two, in the order 
named, were the agencies of J. W. 
Nolan, Chicago; A. Rosenstein, New 
York City, which achieved first place 
in the New York metropolitan depart- 
ment; H. F. Berls, Chicago; E. R. Jeter, 
Rock Hill-Charlotte, which led the 
southern department; H. J. Powell, 
Cincinnati-Louisville; J. J. Wilson, N. 

C., and C. C. Hazell, Raleigh-Ro- 
anoke. The production of each of these 
exceeded $5,000,000. 

Agencies which produced more than 
$3,000,000 of group insurance each were 
those of N. B. Misell, Philadelphia; F. 
H. Devitt, New York City; A. J. Farns- 
worth, Boston; A. W. Carne, San Fran- 
cisco, leading the western department, 
and O. B. Haller, Toledo. 





Prevailing Rate Practices 


in Annuity Field Analyzed 





W. A. Jenkins, assistant actuary Lin- 
coln National Life, has reviewed the an- 
nuity rate situation, in view of recent 
changes and has prepared for agents a 
statement as to what many of the more 
important companies are doing. 

Many companies, he points out, have 
now announced increased premium 
charges for single premium life annui- 
ties and either have made or are expect- 
ing to make soon, corresponding re- 
strictions as to other forms of annui- 
ties. Practically all of the 15 largest 
companies will use the identical in- 
creased schedule of premiums for single 
premium life annuities, which may be 
called the standard schedule. 

These companies are the Metropoli- 
tan, New York Life, Equitable of New 
York, Travelers, Mutual Life of New 
York, Northwestern Mutual, Aetna 
Life, John Hancock, Massachusetts Mu- 
tual, Penn Mutual, New England Mu- 
tual and Connecticut General. Of the 
remaining three companies, the Pruden- 
tial is now using a premium schedule 
never differing from the standard by 
more than $1 for an income of $10 per 
month; the rates of the Mutual Benefit 
are from $1 to $4 higher than the stand- 
ard. Other companies which have 
adopted the standard rates are the Fi- 
delity Mutual, National Life of Ver- 
mont, State Mutual, Columbian Na- 
tional, Provident Life & Accident. 
The Sun Life and Canada Life will 
use a schedule somewhat lower than the 
standard except at the very oldest ages. 
The Phoenix Mutual and Connecticut 
Mutual have also adopted a schedule 
somewhat lower than the standard, their 
rates being even lower than those of 
the Sun Life except for certain ages 
above 65. 

In all of these new schedules the fe- 
male life is charged the same as a male 
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Rated Up By Staff | 

















ERNEST W. OWEN 


plications for 
Detroit manager for the Sun Life, on 
his birthday recently. In the past, Mr. 
Owen on his birthday has been pre- 
sented with an application for every 
year of his life, but this year the staff 
decided to rate him up. 

The agents started at 7 a. m. and 
kept going until midnight when they 
gathered for a birthday supper. 

E. T. Lipscomb secured 17 applica- 
tions in the day. Among the applica- 
tions was one from an agent of another 
company. 

Henry Tryloff conducted 17. inter- 
views and wrote 15 applications. David 
Dowker, one of the newcomers in the 
agency, secured 13 applications while 
the youngest recruit, C. D. Ryder, se- 
cured eight. Miss. Ethel Essex led the 
women’s department with seven. 








Group of Stockholders in 


Criticism of Management 





SAN FRANCISCO, Feb. 1.—Under 
the title of Stockholders Protective As- 
sociation, a group of stockholders of 
California-Western States Life has an- 
nounced a proxy battle in a campaign 
to overthrow those now managing the 
company. The fight for control goes 
back to the consolidation of the west 
ern States Life with California State 
Life, the minority faction claiming that 
secret deals with four large Western 
States stockholders were illegal and 
improper. A_ special bonus for their 
stock and a finders’ commission ar¢ 
among the actions charged. The pro- 
testing stockholders demand the return 
of all such moneys. In addition they 
charge “administrative misconduct. 


Research Bureau Schools 


Between 20 and 25 general agents, 
managers and agency supervisors, rep 
resenting companies in the easterf 
United States and Canada, will meet at 
Niagara Falls, Ont., Feb. 5, in the first 
of four agency building schools to 

conducted this year by the Life Insur- 
ance Sales Research Bureau. The 
school will meet for two weeks and the 
subject matter will include topics hav 
ing to do with the building and main 
taining of up-to-date agencies. . 

The 1934 schools will cover a wide 
range of territory. Following the Nia- 
gara Falls gathering, the next schoo 
will be held at Mineral Wells, Tex., fof 
two weeks beginning April 9, and_the 
third will open June 4 at Santa Bat 
bara, Cal. The fourth will meet ™ 





four years younger. 


Chicago, July 30. 





Sixty-six agents turned in 221 ap- | 
approximately half-a | 
million of business to Ernest W. Owen, | 
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Mortgage Moratorium Ruling 
by Oklahoma Supreme Court 





Upholds 





LIFE INSURANCE EDITION 
ports that interest rates paid by mutual 
life companies are continuing to de- 
cline. 
NINE MONTH PERIOD INVALID 


Interest paid on proceeds of in- 


Application Received from 
vestments in 1934 will amount to 4.28 
percent as against 4.58 percent in 1933 
and 4.65 percent in 1932. 
lowed on dividends and other funds left 
Discretionary Power Given 
District Judges in Granting Relief 








Byrd Antarctic Expedition 
Interest al- 
to Mortgagors 


FRANKLIN MORSS’ 
with the companies will be 4.20 percent 


in 1934, against 4.53 percent in 1933 
and 4.65 percent in 1932. 











OKLAHOMA CITY, Feb. 1.—The 





13 
celebrate Mr. Morss’ 20th anniversary 


as an Official of the Provident Mutual. 
BIG WEEK 


He started his career as an agent in the 
Oklahoma supreme court has refused to 


Read Optimistic 























































old Philadelphia agency and entered the 
home office in 1914. He therefore knows 
the viewpoint of the field and the prob- 
lems of the agent. 
Provident Mutual Life Agents Do Fine 
Work in Honor of Their 
Agency Manager 
OKLAHOMA CITY, Feb. 1—An 
optimistic statement regarding life in- 
surance has been issued by Commis- 
change or set aside its former decision sioner J. G. Read of Oklahoma. 
holding invalid the nine-month period : A 
provided in the moratorium law enacted business will 
by the 1933 legislature, which gives de- 
fendants in foreclosure proceedings an 





arbitrary delay in such matters. 


He was a success- 
Agency honors 
October. 


He 
This 
rehearing on an opinion given 


ful producer in his own right. 
be written 


predicts that more than $160,000,000 of 


go 
Agency of Philadelphia, which submit- 
ted 97 applications. 
An interesting feature in the week 
devoted by Provident 
action of the court came as a denial of 


in 1934 in 


tions in the oil and agricultural fields. 
F. R. Davenport’s New Post 
last 
The court upholds the section giving 


Oklahoma, ‘because of improved condi- 
district judges discretionary power to 


to the Loder 


At the time of 
going to press it is difficult to say 
Mutual Life 

agents in honor of Franklin C. Morss, 
manager of agencies, Jan. 15-20 was an 
grant to mortgagors in such cases as 


whether Ray T. Wright of Lawrence, 
they are entitled to relief, all that is nec- 


application radiogramed from the Byrd 
Antarctic expedition by F. S. Dane, Jr., 
F. R. Davenport has been appointed 


Kan., or Lawrence Rotz of Decatur, 
agency secretary at the head office of 














Jan. 19, 1934 
and taxes upon the property before con- 
firmation of foreclosure sale, and should 
" mortgagee. 
or, se- ie 


will be the eventual winner in com- 
pleted applications. 
Dawson After Wildcats 
of the Boston agency. One came from PIERRE, S. D. Feb. 1—Com- 
Peiping, China, submitted by Newton | missioner. Dawson has issued a let- 
Bell of the San Francisco agency. The | ter of warning in regard to unauthor- 
week was the largest in the recent his- | ized companies which are doing a mail 
tory of the company when 1,147 ap-| order or personal business without au- 
the Old Line Life of Milwaukee. He} plications in Mr. Morss’ honor were | thority within the state. He asks that 
went with the company a number of | submitted. The total life business was | before they take out insurance the citi- 
years ago as field supervisor in the ac- | $2,269,130 and annuities total annual | zens of the state demand a showing of 
cident and health department. Later | income of $214,461. Business from | the license of the agent or of companies 
essary under the circumstances as they | he was transferred to the life depart- | 144 of the applications is not included | doing a mail business. ’ 
appear in each case. ment as field superintendent. Then he | in these figures because they have not He lists several such carriers, all 
Mefen te Minnesota Case became a field auditor and in 1922 was | been received at the home office. assessment associations, writing life or 
‘ made field instructor. This country-wide campaign was to | accident insurance. 
Reference was made to the recent 
1 ap. | Minnesota case in which the Supreme 
alfa | Court of the United States upheld the 
Owen, statute that granted moratorium to citi- 
fe, on | zens of that state. It is observed in the 
Sie) eet as aéeese'e 1 ~~ YOU ARE INVITED TO READ THIS MESSAGE 
1 pre- So mony pra, Begg eee bn re- 
every lief which may be granted in the Minne- 
sota case is found in the local proceed- 
hey ing, “and in some instances porwr a from PRESIDENT ARNOLD 
1. and be granted here which is not authorize 
| they in that state.” ‘ g to NYNL FIELDMEN 
While the nine-month period is 
yplica- F_ stricken, and the district courts are 
»plica- given discretionary power, this is on 
nother the proposition that owners of property 
involved must pay all accruing interest 
inter- 
David 
in the 
while 
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Pure Protection and the Renter 


Lire insurance agents who find their 
policyholders disturbed by arguments of 
those who advocate pure protection in- 
surance and the investment elsewhere of 
funds that would otherwise be used in 
the purchase of ordinary insurance, may 
help to restore the faith of the assured 
in the investment portion of his policy 
by citing the analogy of the home owner 
and renter. 

While it will not do to carry the 
analogy too far, there is a basis of simi- 
larity between pure protection life in- 
surance and the renter and between 
ordinary life insurance and the home 
owner. As a matter of fact, term in- 
surance will beat ordinary life only in 
annual outlay, not in net cost. Over a 
period of years it is cheaper to buy 
ordinary life and take down the cash 
value at the end of the period than it is 
to buy term insurance. In the same 
way it may be cheaper to buy a home 
and later take down the equity than it 
is to rent. 

A good many people feel that in the 
long run they may come out ahead if 
they always rent living quarters and in- 
vest in stocks and bonds the money that 
they would use if they were purchasing 
a home. Others, however, want the 
security that comes with ownership of 
a home, even though the annual outlay 


for the first few years is greater than 
if they were content to rent and even 
though they may be foregoing interest 
on money invested in the home. 

The perpetual renter is in very much 
the same shoes as the buyer exclusively 
of term insurance. Disregarding the ex- 
perience of the last three years, during 
which there has been a renter’s market, 
the renter over the years pays an in- 
creasing sum for quarters of the same 
character. If his outside investments 
have held up and he has advanced in his 
regular employment he can afford the 
increasing annual outlay for rent. But 
if those investments have suffered and 
he has been sidetracked in his work, 
when old age approaches, the habitual 
renter is distressed. In his earlier days, 
his term existence did not call for the 
annual outlay as did that of the man 
who made an investment in his living 
quarters. But in his later years his liv- 
ing costs had increased while those of 
the home owner had dropped merely to 
the amount of the taxes and upkeep. 

The analogy might be carried to an 
absurd point, but there is a similarity 
between the man who undertakes, as a 
matter of policy, to divorce the invest- 
ment angle from his insurance program 
and the man who separates investment 
and residence. 


Trustees Rather Than Directors 


WE ARE gradually finding in life insur- 
ance home office attitude toward com- 
pany administration a finer conception 
of the fiduciary relationship that should 
be paramount. Executives that have not 
appreciated the responsibility resting on 
them are now developing a higher sense 
of duty. It is a good sign when prose- 


cution is made against those that have 
disregarded this trust relationship and 
have used life insurance funds for their 
own aggrandizement. A _ speaker the 
other day made a splendid distinction 
in life insurance management when he 
said those in power were “trustees” 
rather than “directors.” 


Continuity in the Institution 


AN INSTITUTION that is overwhelmed 
and dominated by one man has a mor- 
tal weakness. Death or disability of the 
autocratic head frequently means the 
near end of the institution because no 
one has been trained to step in the gap. 
An official of a well balanced and well 
administered insurance company in 


speaking of an associate who had died 
made this significant observation: “We 
feel that we have a remarkable organ- 
ization. You know that our associate 
organized on the basis of permanency. 
He arranged matters just as though he 
would die today but lived as though he 
would live forever.” 








PERSONAL SIDE OF BUSINESS 





Gale F. Johnston, southwestern divi- 
sion sales manager for the group de- 
partment of the Metropolitan Life, has 
been selected by a committee of promi- 
nent St. Louisians to receive the dis- 
tinguished service award of the United 
States Junior Chamber of Commerce 
for his outstanding civic service in St. 
Louis in 1933. 


M. J. Cleary, president of the North- 
western Mutual Life, has been nom- 
inated without opposition for first vice- 
president of the Milwaukee Association 
of Commerce. He has been serving as 
second vice-president. Mr. Cleary will 
act as toastmaster for the annual dinner 
of the association Feb. 8. 


O. R. Carter of Chicago, who handles 
northern Illinois, Iowa and Nebraska 
for the New York Life, has been con- 
ducting agency meetings in Joliet and 
Rockford, Ill., and Burlington and Dav- 
enport, la. He reported to the agents 
on important features that were brought 
out in New York at the agency di- 
rectors convention of the New York 
Life. 

Henry A. Stout, dean of life insur- 
ance men at Dayton, O., has been 
elected a life member of the Dayton 
Association of Life Underwriters, in 
which he. has been active for many 
years. He will complete in February 
33 years service with the John Han- 
cock. 

John Kenyon of the Johnston & 
Clark agency of the Mutual Benefit and 
Robert Vietig of the North American 
Life of Canada, have been elected di- 
rectors of the Detroit chapter of the 
American Business Club, a young busi- 
ness and professional men’s luncheon 
and civic organization with national 
headquarters in Detroit. 


Vice-President W. W. Klingman of 
the Equitable Life of New York and 
Mrs. Klingman are on a_ two-week 
cruise to the Caribbean, accompanied 
by Mr. and Mrs. Lloyd Klingman and 
Chester Klingman. Mr. Klingman’s 
two sons are with the Equitable, the 
former being manager of the salary 
savings division and the latter being in 
the group department. 


Mistaken for a burglar when he was 
putting his automobile in the garage, 
J. M. Walker, president of the Palmetto 
Life of Columbia, S. C., was shot in the 
heel by a neighbor, Frank De Mars, who 
is boxing instructor at the University of 
South Carolina. 

R. G. Richards, Atlantic Life agency 
secretary, has been selected to serve as 
instructor in a new course on relation- 
shin of government to business in the 
ev€iing school of business administra- 
tion of the University of Richmond. 


Thomas K. Carpenter, Jr., whose 
father is one of the leading producers 
of the Clifford L. McMillen agency of 
the Northwestern Mutual Life in New 
York City, will join that agency with 
the training class which begins Feb. 5. 
Mr. Carpenter, Jr., is a graduate of the 
Choate School and attended Princeton 
university. Since that time he has been 
connected with the John Price Jones 
advertising firm, being engaged prin- 
cipally in its publicity campaigns. Mr. 
Carpenter, Sr., led all the Northwest- 
ern’s first year men during his first 
year, 1932-1933, although he was en- 
gaged in active selling only seven 
months because of illness and time out 
for study of the business. 

J. A. Jarvis, 66, who retired Dec. 31 
after 45 years with the Metropolitan 





— 


Life, died at his home in Yonkers, N. 
Y., after a brief illness of heart disease. 
Mr. Jarvis was manager of the Yonk. 
ers branch until 1912, when he was 
transferred to New York City. 


E. W. Randall, chairman of the 
Minnesota Mutual Life, accompanied by 
Mrs. Randall, is spending the remainder 
of the winter in San Antonio, Tev. Mr, 
Randall, after having talked with the 
leading general agents of his company 
through the middle west and the south- 
west, says that he finds conditions de. 
cidedly better. Mr. Randall feels that 
much insurance will be reinstated, loans 
will be paid to the companies, and many 
who have been compelled to lapse their 
insurance will buy new insurance. 


H. B. Thompson, secretary of the 
Michigan State Association of Life Un- 
derwriters and executive secretary of 
the Qualified Life Underwriters, De. 
troit, addressed the Business Men's 
Club of Wyandotte, Mich., on “The 


History and Romance of Life Insur- [7 


ance.” 


D. Sharpe, secretary Central Life of f 


Fort Scott, Kan., is now well on the > 


road to recovery following a serious at- 


tack of pneumonia. He has been on the f 


sick list for the past several weeks. 


F. G. Broad, 64, assistant secretary of 


the National Life of Des Moines, died f 


there Sunday following a brief illness 
with heart trouble. 


1914. 


Louis F. Paret, general agent for the 
Provident Mutual in south New Jer- 
sey and Philadelphia, is celebrating his 
42nd anniversary of service. 


Bolling H. Handy, president of the 
Mutual Insurance Company of Rich- 
mond, has been elected president of the 
Richmond Safety Council. He is a for- 
mer member of the Virginia industrial 
commission. 


He had been in the F 
insurance business in Des Moines since 


E. W. Brailey, New England Mutual § 


Life Cleveland general agent and prest- 
dent of the Cleveland Life Underwrtt- 
ers Association, spoke over radio sta 
tion WTAM on life insurance selling 
in one of a series of vocational talks. 


W. H. Brown, for 55 years with the 
Equitable Life of New York, for the 
past 25 years as cashier of the Louisiatl 
agency at New Orleans, was honored 
for his long service at a dinner. Mr. 
Brown started as an office boy in Ci 
cinnati, going to St. Louis as assistant 
cashier in 1883 and later being trans 
ferred to Omaha as cashier. He wet! 
to New Orleans in 1908. J. A. Bum 
stead, Louisiana manager, was toast: 
master at the dinner. Speakers included 
W. T. Roddey, New York, Equitable 
director; R. R. Hale, supervisor ° 
southern agencies; Henry Kranz, ff 
gional group supervisor; Fred ee! 
worth, vice-president Hibernia Natoma 
Bank; W. H. Elder, associate manage 
Louisiana agency, and Mr. Brown. 


A. H. Challis, Massachusetts Mutu 
Life, general agent for the state % 
Washington, is celebrating his 20th - 
niversary as general agent for the -“ 
pany. The first seven years of t™ 
work was spent in central IIlinots. 

Walter W. Head, president of the a 
tional council of Boy Scouts, was ° 
chief speaker at the annual meeting i 
the St. Louis council. Mr. Hear 
president of the General American »™ 
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Home Friendly 50 Years Old 





President C. H. Taylor Announces Spe- 
cial Production Plans for Celebra- 
tion of Golden Jubilee 





BALTIMORE, Feb. 1.—Celebrating 
its golden jubilee this year, the Home 
Friendly of Baltimore has provided its 
agents with a double incentive toward 
their best efforts in honor of the com- 
pany’s 50th anniversary. One is the 
Golden Jubilee bonus plan, the other is 
the Golden Jubilee Club. 

“The Golden Jubilee bonus should be 
the means of enabling every man to 
achieve a prosperous year,” President 
C. H. Taylor said in a letter to the field 
force. “The Home Friendly in its pay- 

© ments has always been liberal, both in 
times on increase and salary for col- 
lecting. The Golden Jubilee bonus, 
without doubt, is the most liberal of its 
" kind. It exceeds anything the Home 
; Friendly has ever done in the past. 
Fifty years is quite a long time—hence 
it seemed reasonable to celebrate the 
© anniversary in a big way.” 
x Urges Careful Selection 


Mr. Taylor urged agents to exercise 
> the greatest care in the selection of 
risks, pointing out that “it must be clear 
that an insurance company cannot pay 
F> employes as well if it is to give money 
away to people outside. In other words, 
if we issue policies on risks that are 
bad, we are unprofitably giving money 
to people that have no right to it.” 

Better selling methods, as well as 
© careful selection by agents, has contrib- 
) uted toward making it possible to cele- 
brate the company’s golden anniversary 
liberally, Mr. Taylor stated, mentioning 
particularly the insistence on two pre- 
miums with applications as a means of 
cutting down waste and compelling act- 
ual sales. 

The company starts the new year in 
the healthiest condition of its existence, 
Mr. Taylor said, and with an increase 
of insurance in force over terminations 
from all causes. 


Oklahoma National Life Is 
Launched; Apple President 


OKLAHOMA CITY, Feb. 1.—The 
Oklahoma National Life of Oklahoma 
City has been chartered with $50,000 
paid-up capital. It will operate on the 
stipulated premium basis and will write 
straight life policies. S. A. Apple, re- 
tired capitalist, and for 30 years active 
in oil and banking circles in this city, 
's president. He was for a time presi- 
dent of the Royal Union Life after con- 
trol of that company was obtained by T. 
J. McComb of this city and his asso- 
» Clates. H. H. Tucker, formerly secre- 
tary-treasurer of the Safety First Health 
x Accident and later with the Mid- 
Continent Life of Oklahoma City, is 
‘Secretary-treasurer of the new company. 
ae N. McMullen, general agent of the 
— ornia- Western States Life for more 

an 15 years, is vice-president and 
agency supervisor. Dr. J. E. Harbison 
medical director. For nearly 25 years 
‘h has been chief surgeon of the Okla- 
hota City General Hospital and is a 
arge stockholder in the hospital com- 
pany, He has been examiner for va- 


rious life insura i 
nce compan 
aoe panies for many 








Pioneer Mutual to Start 


The Pioneer Mutual Life with of 
-siglby the Globe building, St. Paul, 
neti its articles with the Minnesota 
Fa heige Gustaf Lindquist, former 
on ent of the Merchants Life & Cas- 
po and former Minnesota insurance 
Smith ssioner, is president. H. P 

nith, former general agent of the 




















Great Western Life of Des Moines, is 
secretary. It will operate as a mutual 
benefit association. It is organized to 
take the business of large industrial 
plants on the salary deduction basis. 


Minnesota Mutual Building 


The Minnesota Mutual Life has pur- 
chased the Builders Exchange Build- 
ing in St. Paul, including a 50 foot plot 
of ground adjoining the building. The 
Minnesota Mutual will move its home 
office to the Builders Exchange Build- 
ing in the spring of 1935, when its pres- 
ent lease in the Commerce Building ex- 
pires. The Builders Exchange is a 13 
story, semi-modern building, which is 
well rented and has a number of in- 
surance tenants. 


Colonial Life Promotions 


John Yarrick, assistant secretary and 
assistant actuary of the Colonial Life, 
was elected secretary to succeed S. R. 
Brown, who retired because of ill health. 
C. F. Nettleship, Jr., has been elected 
assistant secretary. 

Mr. Yarrick joined the Fidelity Mu- 
tual in 1903. Ten years later he be- 
came connected with George A. Hig- 
gins of Philadelphia, consulting actuary. 
In 1914 he joined the Colonial Life as 
assistant actuary. 


Dickman Advanced by Provident 


Joseph Dickman has been named 
manager of agencies by the Provident 
Life of North Dakota. He has been 
development supervisor with Fargo, N. 
D., headquarters. 


Changes Name to Pyramid Life 


The name of the Kansas Life of To- 
peka has been changed to the Pyramid 
Life of Topeka. The business office is 
now in the Security building at Kansas 
City, Mo. The Kansas Life is owned 








by the Pyramid Life of Kansas City, 


which is a separate company. 


Huge Moody Month Drive 
Over $14,000,000 new business from 
62,161 applications was secured by 
agents of the American National of 
Galveston in January inj a drive in 
honor of President W. L. Moody. 








Independence Life Ready Soon 
F. R. Heinick, who is organizing the 
Independence Life, a stock legal re- 
serve company at Los Angeles, reports 
that the new company expects to be in 
a position to begin active overations in 
about 90 days. 





Life Company Notes 


The National Fidelity Life of Kansas 
City, Mo., has insurance in force $34,779,- 
266. In its annual statement it shows 
gain in surplus and assets. 


The Amiecable Life of Waco, Tex., 
gained $1,020,256 in its insurance in 
force, that item being $68,398,636. This 
makes a good showing in these times. 

The General American Life has been 
admitted to Colorado. Doyle & Raley, 
Colorado Springs, who represented the 
arers State Life, will be state general 
agents. 


Bland Speaks to Agency 

LOS ANGELES, Feb. 1.—Frank W. 
Bland, Pacific Coast manager for The 
NATIONAL UNDERWRITER, conducted an in 
teresting agency meeting for the H. P. 
Aiken agency of the Home Life of New 
York. “Organized Selling’ was dis- 
cussed by Mr. Bland. He also gave a 
sales demonstration of educational in- 
surance. 


Russell Named Chairman 


J. N. Russell, agency adviser Pacific 
Mutual Life, has been elected chairman 
of the life insurance committee of the 
Los Angeles chamber of commerce and 
H. G. Saul, general agent John Han- 
cock Mutual, is vice-chairman. 





















































n February issues of seven 
magazines* having wide 
circulation, the Metropoli- 
tan has a special message 
for young married men. It 
is addressed primarily to 
the husband who is making 
good provision for his wife 
from day to day, but who 
may be somewhat inclined 
to let the future fake care of 
itself. It is a situation with 
which every life insurance 
man is entirely familiar. 


The advertisement is an 
effort to elicit a genuine 
interest on the part of his 
prospects when he advises 
action instead of delay. 


*Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 
Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, President 
ONE MADISON AVE., NEW YORK, N. Y. 
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CONVENTIONS 





Connecticut Mutual Parley 





Conference of General Agents Is Being 
Conducted This Week at Holly- 
wood-by-the-Sea, Fla. 





The general agents of the Connecticut 
Mutual are in conference this week with 





home office officials at Hollywood-by- 
the-Sea, Fla. Organization problems, 
sales training, sales promotion and com- 
pany plans for 1934 are under discus- 
sion. 

The conference was called to order 
by President James Lee Loomis. He 
was followed by Vice-President P. M. 
Fraser. Departmental discussions, each 





followed by question periods, were con- 





ducted by H. H. Steiner, L. R. Martin, 
secretaries, H. F. Larkin, vice-president, 
and Dr. C. B. Piper, medical director. 
An innovation was the division of gen- 
eral agents into five groups with a gen- 
eral agent as chairman of each. The 
group chairmen are H. F. Gray, New 
York; H. C. White, Detroit; W. J. 
Stoessel, Springfield, Mass.; L. J. Fohr, 
Chicago, and R. H. Carter, Oklahoma 
City. : 
Superintendent of Agencies V. B. 
Coffin led the discussion on organization 
roblems and called on a number of 
members of the agency department for 
comment. They included F. O. Lyter, 
G. F. B. Smith, E. H. Norene, assistant 
superintendents of agencies, E. C. An- 
derson, education director; R. W. Simp- 
kin, D. H. Morrill, agency assistants; 
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GAIN in Insurance Account 
(Perhaps not more than twenty com- 
panies in the entire United States, re- 


record in this connection.) 







(with no obligation of ANY character 
unpaid, and NOT A DOLLAR of money 
borrowed from ANY source.) 







age, will show a like 
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Total Insurance and savings paid to Policyhold- 
ers since 1916, plus funds now held to their 
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Accidental Death Benefits..... 


Total Coverage 


$45,221, 


The Officers of National Fidelity are engaged in no other 
business, devoting the whole of their time to the interests 
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K. H. Mathus, editor of publications. 
The presiding officers were Mr. Holder- 
ness and Mr. Coffin. The conference is 
being closed by D. L. Caulkins, veteran 
general agent at Cleveland. 


Ohio State Life Convention 








Annual Agency Meeting Held in Colum- 
bus—Guay and Eisner Made 
Club Presidents 





The Ohio State Life held its annual 
agency convention in Columbus with 
representatives from many sections of 
the country in attendance. Speakers 
from outside the Ohio State Life or- 
ganization were A. R. Jaqua, Cincinnati, 
associate editor of the Diamond Life 
Bulletins, and Stanley E. Martin, John 
Hancock, Columbus. Alfred Guay, Los 
Angeles manager was elected president 
of the President’s Club and Robert 
Ginsburg of St. Louis, secretary. A. S. 
Eisner of Philadelphia was chosen 
president of the Honor Club and E. G. 
Siefert of Marion, O., secretary. 

D. F. Shafer, manager at Mansfield, 
O., presided at the meeting of man- 
agers, at which addresses were made by 
Frank L. Barnes, agency vice-president; 
H. E. Van De Walker, Detroit, and E. 
G. Siefert, Marion, O. The general 
sessions were under the direction of 
Mr. Barnes and W. V. Woollen, field 
superintendent. Home office speakers 
included President U. S. Brandt and 
Dr. C. E. Schilling, vice-president and 
medical director. 





American Union Conference 





Stockholders, Directors, Agents and 
Office Force All Join in Meeting 
at Muskogee 





The American Union Life of Musko- 
gee, Okla., combined its stockholders, 
directors, salesmen and home office as- 
sociates meetings. J. S Berryman, 
president and general sales manager; 
Wallace Boyline, secretary and manager 
of the accident and health department; 
J. G. Friday, vice-president and assist- 
ant sales manager; Mrs. M. M. Berry- 
man, assistant secretary and assistant 
office manager; Mrs. M. Ray McCallum, 
assistant treasurer and office manager, 
and Mrs. Alva F. Boyline were mem- 
bers of the reception committee. Wil- 
liam McCallum is executive vice-presi- 
dent and general manager of the com- 
pany. The combined event started with 
a meeting of the stockholders, followed 
by the directors’ meeting. There was a 
banquet held in the evening and the next 
day was given over to an agency meet- 
ing. The closing address was made by 
Mr. McCallum. 

Its insurance in force gained 103.6 
percent, it wrote 61.3 percent more new 
business last year than the year before. 
Its assets gained 130.7 percent. Its sur- 
plus gain was 16.4 percent. 





Texas Prudential Meeting 
to Be Held in Mexico City 


The 1934 convention of the Big Star 
Club of the Texas Prudential of Gal- 
veston, will be held in Mexico City 
early in April. Membership is based on 
the agent winning 1,250 credit points. 
These points are dependent not only 
upon volume, but also upon steady pro- 
ductions and renewal ratios. Many 
agents failed to qualify for membership 
as result of heavy lapses..Sixteen agents 
have qualified for the trip. Vice-presi- 
dent S. E. Kempner offered a beautiful 
victory trophy to the agent who won 
the presidency of the club. This office 
goes to the agent who receives the 
greatest number of credit points. The 
agent who won the vice-president’s 
trophy is Lloyd R. Johnson of Corpus 
Christi, Tex. The trophy stands 24 
inches high and each member will re- 











ceive at the convention a small repli 
eight inches in height. Agency Map. 
ager H. Gale Rogers will go to Mexicy 
City by plane a day ahead of the party 
to complete the arrangements for th 
entertainment of the club while there 





Life of Virginia Convention 


RICHMOND, VA., Feb. 1.—Fiel; 
representatives of the Life of Virgini 
who attended a two-day convention a 
the home office here were informed that 
the company had an increase in both 
ordinary and industrial business in 1933, 
I. T. Townsend, vice-president, presided 
at the business sessions. Among the 
speakers were Bradford H. Walker 
president, G. A Bowles, Virginia com. 
missioner, and H. E. North, secon 
vice-president Metropolitan Life. The 
meeting was brought to a close witha 
banquet at which E. A. Crawford, as 
sistant secretary, was toastmaster and 
Commissioner H. E. McCain of Indiam 
was the principal speaker. Upward of 
200 field men were in attendance. 


Fidelity Mutual Conference 


The managers’ conference of the Fi- 









delity Mutual is to be held in the home! 


office in Philadelphia, 


March 8-10, 


Usually the conference is held in Jan- @ 
uary, but this year the decision as to 7 


whether or not to hold a conference 
was delayed, and the date was pushed 
ahead. 
president of the conference. 


MANAGERS’ 
ASSOCIATIONS 


Butzen Is Milwaukee President 


MILWAUKEE, Feb. 1.—At the an- 
nual meeting of the Milwaukee Asso- 
ciation of Life Managers & General 
Agents, A. J. Butzen, Massachusetts 
Mutual, was elected president to suc- 























C. A. Scholl of Chicago is} 


ceed V. M. Stamm, Northwestern Mu: | 


tual. 
Minton, Travelers, first vice-president; 
Thomas Melham, Central Life of Iowa, 


second vice-president; Frank — ie 
and Be 


Wisconsin National, secretary, 
Hugh Holmes, Lincoln National, treas- 
urer. Plans for cooperating with the 
National Association of Life Under- 
writers in holding the national conven- 
tion in Milwaukee next September wert 
discussed. 


Roberts Named President 


LOS ANGELES, Feb. 1.—The Life 
Managers’ Club of Los Angeles elected 
Roy Ray Roberts, general agent for the 
State Mutual of Massachusetts, presi 
dent, at its last meeting. A. A. Dewar, 
Equitable of New York, was named 
vice-president; R. F. Freeman, National 
Life of Vermont, secretary-treasuréf, 
and Joseph Charleville was reelected ex- 
ecutive secretary. Reorganization of the 
club on an incorporated basis was dis- 
cussed by Mr. Roberts, and authority 
was give to complete the work. |. 

Mr. Freeman talked on “Supervision 
of Life Insurance Salesmen,” with refet- 
ence particularly to regular and consist: 
ent production. He not only stress¢ 
the value and importance of definiteness 
but outlined in detail the necessity for 
record-keeping, both by the managef 
and the agent, in order to establish am 
maintain production of desired results 
In support of this he quoted Clay a4 
lin’s epigram, “The beginning of def 
niteness is the end of confusion, | ‘ 
which John W. Yates has added— ee 
the end of confusion is the beginning © 
achievement.” 


Seltzer Talks on Contests 


DES MOINES, Feb. 1.—M. b 
Seltzer, Aetna Life general agent, sP° 
to the Des Moines General Agen 
Managers Club on “Do Contests - 
to Produce an Inferior Quality of Bu 
ness?” 








Other officers elected are H. L. 
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the pary AMONG COMPANY MEN 
.. “ the 
le there , M 
Carrington Is Made Secretary | Parker Goes to Continental 
ntion 
1.—Fid Succeeds E. E. Hardcastle at Union | Agency Secretary of the National Life 
Vireing Central Life, the Latter Placed in U. S. A. Transfers to Another 
ention a New Position Chicago Company 
med that 
In both J. R. L. Carrington was named act- Glenn F. Claypool, executive vice- 
S in 1933, vary of the Union Central Life, succeed- | president of the Continental Assurance 
, presided ing E. E. Hardcastle, who was elected | of Chicago announces the appointment 
hong the vice-president in charge of business in | of John B. Parker as agency secretary. 
_ Walker force. Mr. Carrington has been in the 
nla COM .-tuarial department since 1902 and has 
, Secu been an associate of the Actuarial So- 
fe. The ciety of America since 1903. Mr. Car- 
se with a rington is a native of Virginia and a 
ford, as graduate of Hampden-Sydney College. 
ister and Other changes in official personnel in- 
f Indian BP ude the election of C. A. Handy and 
Pward of G. F. Hollenberg as assistant secre- 
_ taries. Mr. Handy joined the company 
in 1910 and has been supervisor of 
“ence claims for three years. He is a gradu- 
f the Fi: ate of Ohio Wesleyan University. Mr. < 
the home Hollenberg has been with the Union \> 
ch 8-10, a Central since 1892, serving as super- a 
| in Jan. gm visor of the actuarial department for \" 
on as tym many years. L. N. Gatch, attorney and 
onference a director for 24 years, was elected a 
s pushed fag member of the executive committee. 
‘icago is | oe 


Ohio State Makes Changes 











Stratton, Burd, Morrison and Weakley 
of Accounting Department Are 
Shifted 











Three members of the home office 














esident accounting department of the Ohio 
the an State Life have been promoted. C. R. 
se Asso- Stratton becomes head of the termina- 
General tion and reinstatement division with the 
ichusetts title assistant auditor, succeeding E. L. 
to suc: Morrison who is placed in charge of 
ern Mu | field service accounts. Ralph Burd suc- 
e H. L. ~} ceeds Mr. Stratton in the termination 
resident; | and reinstatement division. Mr. Strat- 
of Iowa, F% ton has been with the company six 
handler, years with experience in every division 
y, and of the accounting department. Mr. 
1, treas- Burd went with the company in 1924. 
vith the George Weakley succeeds Mr. Burd 
Under- as head of the first year division, a 
conven- position which he formerly held, being 
yer were temporarily transferred to the policy 
loan division. 
ent M ° 2 ° 
me edical Director Retires 
eter Dr. A. B. Bisbee, second vice-presi- 
for the dent and medical director of the Na- 
ore — Life of Vermont, has retired 
Dewar, rom active service. E. A. Colton, as- 
named sistant medical director, was elected 
ational medical director to succeed him. 
casuiiil Dr. Bisbee was medical director of 
ted the company 46 years and for the past 
n of the 12 years has had the title of second 
vas dis- vice-president. He was reelected a di- 
sthority rector of the company. : ; 
E. D. Field, second vice-president; G. 
orvisios Brie oUne general counsel, and E. S. 
refer: [ee "Sham, chairman finance committee, 
com were elected vice-presidents. ; 
stressed ows 3ergmann, supervisor in the 
niteness AS Shepherd agency of the National 
sity fot rch of Vermont, in Cedar Rapids, Ea. 
vanaget has been appointed to a position in the 
ish an agency department in the home office. 
results. 
fy Federal Union’s New Actuary 
on,” to C. F. Stein, formerly with the Provi- 
1—“and dent Life & Accident, has been elected 
ning 0 actuary of the Federal Union Life of 


Cincinnati. Fred Bader, former Ham- 


am os. New business last year was 
3,261,381. The assets increased $161,- 

a * 431. The premiums were $974,126. 

_ spoke Insurance in force is off 1 percent. 

ents | RAeee sears ee 

5 Ten? a Yeoman Mutual Life is holding a 

f Busi eeting of general agents and branch 


penagers from five midwestern states in 











He held a similar position in the Na- 
tional Life U. S. A. with whose field 
force he thas an enviable record of 
popularity. Born in Evanston, Ill. in 
1895, he went to the high school in 
that city and then to the University of 
Michigan where he graduated in 1917. 
He was editor of the “Michigan 
Daily,” and in his final year was man- 
aging director with a $1,000 honor- 
arium. On leaving the Army in 1919 
he joined the National Life U. S. A., 
which has been the only business con- 
nection he has had until now. He 
started as a clerk in the agency depart- 
ment, was transferred to the under- 
writing department, then spent brief 












periods of time in various other depart- 
ments, all to prepare him to be agency 
assistant secretary in 1925, from which 
position he was promoted to agency 
secretary in 1929. 





Joins Equitable in New York 


Henry Reichgott, former vice-presi- 
dent of the Missouri State Life, has 
joined the Equitable Life of New York 
in its New York metropolitan depart- 
ment as divisional group manager. 


D. C. MaeDonald has been named as as- 
sistant manager of the Prudential at 
Toronto. 








"ton county treasurer, was elected a di- | 





€s Moines this week. 








For a limited time only 


now $2350 


Cash with Order 


To obtain this ridiculously low 
price you must send cash with 
Don’t ask us to ex- 


Regular 
$5 Edition 


the order. 
tend credit. 


REGULAR EDITION 


MI-REFERENCE regular edition comes to you 


in an embossed, flexible leatherette, 
binder. The 12 index heads cover: 


Stocks Notes payable 
Bonds & Securities 
Notes Receivable 
Real Estate 

Life Insurance 
Insurance 


Each section is divided by a leather index tab with gold 
lettering. There are 100 sheets under each of these 12 


heads. Each sheet measures 514”x8\4”. 


This edition regularly sells for $5 but if you act now 


you can purchase it for only $3.50. 


DE LUXE EDITION 


MI-REFERENCE de luxe edition comes 


brown cowhide leather, beautifully embossed with a 
It is also loose leaf and has 


convenient filing pocket. 


the same 12 heads as the regular edition. 
there are 200 sheets under each head. The index sheets 
are made from strong buff ledger bond and the index 
This DeLuxe 
edition is really beautiful and will last a lifetime. Until 
our supply is reduced you can buy this for only $7, a 


tabs are of leather with gold lettering. 


saving of 30%. 


AN EXCELLENT GIFT FOR CLIENTS 


Show your appreciation to your clients by giving them 


this handy useful gift. 






Financial statement 
Maturity tickler 

Taxable income 
Deductions from income 
Personal accounts 


unheard of price. 


DeLuxe Edition 
$10 regular price 


MI-REFERENCE is your private secretary. 
detail of your personal affairs in order. 
complete exact record of your personal transactions instantly 
available and up to date. 


Save 30” 


if you buy now 


Here is your opportunity to buy this popular book at an 


ACT BEFORE THE SUPPLY IS SOLD 


We are slightly over-stocked on “MI-REFERENCE” books. To bring our supply within 


our inventory figures we are offering this drastic reduction— 


only S 700 


It keeps every 
You can keep a 


Don’t rely on memory for important details of your private 
affairs. You need an accurate record of your property and 


loose leaf 


stock holdings, insurance, dividends accrued, etc. 
ERENCE enables you to keep such a record easily and gives 
you at a glance the exact status of your personal balance sheet. 


MI-REF- 


With your records entrusted to MI-REFERENCE you can 
find any date you need with the turn of a page. Your per- 


sonal financial statement is always ready for inspection with 
all the supporting accounts that comprise it. The Maturity 
Tickler on one page is a guide and chart that steers you to 
the safe port of financial order and security. 


MI-REFERENCE provides a permanent, perpetual inventory 


of your assets and liabilities. It gives instant access to every 


reference need. 


There is no brain-wracking figuring to 


determine your net worth. No knowledge of bookkeeping 


systems is necessary. 


in genuine 


175 W. Jackson Blvd. 
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The National Underwriter 


ORDER TODAY—SEND CASH 
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ETHICs 


The attitude of the insuring public toward the 
life insurance business and life insurance com- 
panies depends almost wholly upon the charac- 
ter and behavior of those whose privilege ‘it is to 
represent the companies before the public.. No 
verbal or written statements attacking other 
companies, their policies, or their agents, should 
be made. Selection of coverage to be presented 
should rest solely upon supreme need—not upon 
commission to be earned. 


Honesty; straightforward sales methods, strict 
adherence to promises, conscientious and intelli- 
gent service, good character, industry, loyalty to 
self, client, and company — all these are the 
requisites that go to make up the desirable agent 
and that are essential to the preservation of the 
good name of the institution of life insurance. 


A\merICAN CENTRAL Lire 


INSURANCE COMPANY 
INDIANAPOLIS - - - INDIANA 






















































WANTED: Managerial 
Few Material 


a 
ae for the 
MUTUAL States of 


aes 


BUFFAL 


LIFE INSURANCE COMPANY 
New York 


and Ohio 


available territory in the states of Ohio and New York. 


Whole Life Special @ 20 Payment Life Special @ Multiple Option Life and Annuity 


@ 10, 15 and 20 Year Endowment e Special Convertible Term e@ 10 Year Term 


Children's Policies (Three Forms) Birth to Age 10 





There are many men who would make good local and district 
managers for this 62 year old Company. Weare trying to find 
them. And when we do they will be glad to hear our story. 
But, frankly, the best managers we have found were men who 
started with us as agents. Our problem is to fit good men to 


Buffalo Mutual Life is a progressive Company, growing fast, 
but not so large as to make individual attention and instruction 
difficult. If you feel you are managerial material and are will- 
ing to prove it by starting as an agent, write in confidence 
and detail to E. Parker Waggoner, Supt. of Agents, Buffalo, N.Y. 


18 POLICIES ...Birth to Age 60... DEPENDABLE PROTECTION 


10 and 20 Year Modified Ordinary Life @ 10 and 20 Year Family Income @ Endowment 
at Age 65 @ Ordinary Life, Endowment at 85 @ 20 Payment Life, Endowment at 85 
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LIFE AGENCY CHANGES 





Chase Now Texas Supervisor 





Former Bankers Reserve Life Man to 
Handle Provident Life & Accident’s 


Life Business 





The Provident Life & Accident has 
appointed C. A. Chase, Houston, Tex., 
supervisor of its life department in 
Texas. He has been for six years with 
the Bankers Reserve Life as supervisor 
of agencies, working chiefly in Texas. 
Mr. Chase entered life insurance work 
on graduation from college as an agent 
for the Mutual Life of New York in 
Chicago. The Provident is planning in- 
tensive development in Texas where it 
already has several large producing 
agencies. 


Bankers Life Fort Worth Change 


N. C. (Nick) Tulloss, agency mana- 
ger at Fort Worth, Tex., for the Bank- 
ers Life of Towa, has resigned and his 
duties are being taken over by J. W. 
Beachy as supervisor. Mr. Tulloss was 
formerly agency manager at Dallas, 
Tex., and had resigned from that posi- 
tion several years ago on account of ill 
health. The same reason causes his 
resignation at this time, but he will con- 
tinue as a salesman for the company in 
Texas. Mr. Beachy has been a success- 
ful salesman and regional supervisor for 
the Bankers Life for several years. 








L. W. Noble 


L. W. Noble has been appointed 
agency manager for the Equitable Life 
of Iowa at Salina, Kan. 

For the past ten months Mr. Noble 
was associated with the Hussey Agency 
in Topeka for the Equitable of Iowa. 

Previously he was district manager 
for the Mutual Life of New York at 
St) Paul. 





L, E. Malone 


L. E. Malone, agency assistant of the 
Detroit branch of the Sun Life of Can- 
ada, has been appointed branch man- 
ager in Toledo, succeeding A. F. Har- 
wood, who died recently. He joined 
the Sun branch in Newark after his 
return from war service overseas. He 
was transferred to Detroit as agency 
assistant three years ago. He was one 
of the founders of the Detroit Life In- 
surance Supervisors Association. 


W. H. Moir 


W. H. Moir, who for the past 25 
years has represented the Home Life of 
New York in Los Angeles, has been ap- 
pointed associate general agent there 
with Hazen P. Aiken. The Los Angeles 
agency has removed its office to 623 As- 
sociated Realty building. 


T. F. Treadway 


T. F. Treadwav of Columbus, Ga., 
has been made general agent of the 
ordinary department of the American 
National of Galveston. He represented 
the Missouri State Life in Georgia for 
a number of years. He has been a con- 
sistent producer of a substantial vol- 
ume of business. 











W. H. Waters 


W. H. Waters has been appointed 
district manager for the National Life 
& Accident at Topeka, Kan., succeed- 
ing E. O. Morris, who is taking a leave 
of absence because of illness. Mr. 
Waters was formerly  superintend- 
ent for the company at Oklahoma City. 





Jefferson Standard Life 


The Jefferson Standard Life has 
opened offices in Los Angeles to super- 
vise southern California in charge of 
J. H. Sewell. G. T. Roulhac has been 











ey, 


appointed manager of Orange county 
with headquarters at Santa Ana, Cal, 
J. E. Fuller has been named manage 
at Long Beach, C. L. Etter, manager at 
Pasadena and F. S. J. Hancock has 
been named supervisor at Los Angeles, 
All the-new offices will operate under 
Mr. Sewell’s direction. The Jefferson 
Standard has extensive plans for the 
development of southern California ip 
1934, 





E. A. Sayles 


E. A. Sayles of Detroit, one of the Be 
large personal producers of the Amer. § 
ican Life of that city, has resigned a & 
manager of its estates department tof 
join the agency of Macken & Balloy F 
Detroit managers of the Mutual Life of © 
New York. He will continue to spe 
cialize on estate work. 





E. J. Montague, Cyril Young 


E. J. Montague, formerly district © 
manager for the Mutual Benefit Health 7 
& Accident, has joined the Great Amer. | 
ican Life as associate manager with M 
D. Dugger at Houston, Tex. Cyril 7 
Young, formerly with the Southland 
Life, becomes agency supervisor for 
southeast Texas and is moving his 
headquarters from Beaumont to Lut 
kin, Tex. 








S. B. Crocker, C. G. Coyle 


S. B. Crocker, for four years man- 
ager of the group department of the F. 
E. LeLaurin general agency of the 
Aetna Life in New Orleans, has been 
promoted to manager of the group de- 
partment of the Pittsburgh office. He 
will be succeeded by C. G. Coyle, who 
has been his assistant for three years. 
Before entering the New Orleans office, 
Mr. Coyle served in the group depart- © 
ment of the company in Philadelphia 
and St. Louis. He is a native of New 
Orleans and a graduate of Spring Hill 
College and Tulane university. Mr. 
Crocker, a native of Arkansas, has lived 
in New Orleans for five years. 


Bc eeu une Bae 











R. J. Kirkwood 


R. J. Kirkwood has been named get- 
eral agent for the Yeomen Mutual Life 
at Portland, Ore., with offices at 101+ 
1015 Public Service building. 





R. P. Shepherd 


The Provident Mutual Life has ap- 
pointed R. P. Shepherd district mat- 
ager at South Bend, with jurisdiction 
over six northern Indiana counties. He 
has been in agency supervision work in 
Indiana for some years. 





D. M. Surgener 


D. M. Surgener has been appointed 
general agent for the Pacific Mutual 
Life at Louisville, succeeding E. \. 
Albachten, who has taken over the De 
troit general agency. Mr. Surgentt 
has been acting manager since Sept. 
He has been the leading producer fot 
the Pacific Mutual in Kentucky for the 
last four years. He is also one of ts 
largest producers for the entire country. 





E. R. Strong 


E. R. Strong, formerly agency su 
ervisor for the West Coast Life = 
headquarters in Dallas, Tex., has hen 
appointed supervisor of agencies Ov 
consolidated central and south bg 
divisions with offices at 303 Medic 
Arts building, San Antonio, Tex. 


North American Life 


The North American Life ot! 
has transferred R. E. Crerar tron ! 
kane, Wash., manager, to Nelson, - 
as district manager. Paul Fugeré, : 
12 years at Quebec has been nam 
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branch secretary in Montreal. Mr. 
Huckle, formerly branch secretary, will 
specialize on conservation work. 





Life Agency Notes 





J. Collodi has been appointed district 
manager of the Cedar Rapids Life at 
Muscatine, Ia. 

The Lincoln National Life has ap- 
pointed J. R. Daughtry and R. E. 
Daughtry general agents for the eastern 
half of New Mexico, with headquarters 
at Roswell, N. M. 

R. E. Denny has resigned as assistant 
vice-president of the First Bank & Trust 
Company, South Bend, Ind., to become 














manager in St. Joseph county for the 
Rural Bankers Life. 

0. D. Pritchard has been appointed as- 
sistant manager of the Pearce H. Young 
agemcy of the Union Central Life in In- 
dianapolis. Mr. Pritchard is a native of 
Franklin, Ind., and is a graduate of 
Franklin College. 

J. M. Hayner, formerly with the Great 
Southern Life, has been appointed dis- 
trict manager of the Great American Life 
at Tyler, Tex., and Abbey & Sparks, for- 
merly with the Pan-American Life, at 
Corpus Christi, Tex. 

Cc. U. Duff has been appointed assistant 
general agent of the Hollywood, Cal., 
branch by the Lincoln National Life with 
offices at 304 Equitable building. Mr. 
Duff for several years was leading pro- 
ducer for the company in northern Cali- 
fornia. 








AS SEEN FROM CHICAGO 





FRED S. JAMES & CO. SCHOOL 


Members of the firm of Fred S&S. 
James & Co, Chicago, department 
heads and office brokers this week 


started attending a class in life insur- 
ance fundamentals, policy contracts 
and sales material conducted by Sam- 
uel Leland, Jr., manager of the life de- 
partment. There will be seven more 
lectures in the series which will be 
held Monday evenings from 5 to 6p.m. 
Mr. Leland has had considerable life 
insurance teaching experience for sev- 
eral years, having conducted a school 
in the Chicago general agency of the 


4 Aetna Life, with which he previously 


was connected. 
* x 


HIGH PERCENTAGE OF RETURN 


Use of the Guardian Life’s prospect- 
ing bureau at the home office by one- 
half the agents of the M. A. Zitzmann 
agency in Chicago last year netted these 
agents $1.08 commission for each 10 
cents expenditure on this service. The 
return on some lists ran as high as 32 
percent, Mr. Zitzmann reports. The 
Zittmann agency was fourth country- 
+ wide in volume of business obtained last 
© year directly through the prospect bu- 
| teau. The agency recorded increase in 
aid volume and number of lives in- 
sured last year. 

* 


VIOLATES ALL SALES RULES 


| Without supervisory assistance in 
© closing cases for agents, without agency 

meetings, prepared sales talks, bulletin 
| board listings of agents’ production, and 
accepting only annual premium business, 
W. M. Seitz, Chicago manager Kansas 
City Life, last year recorded $4,612,000 
paid production for that company and 
approximately $500,000 surplus lines 
§ Placed with other companies. This com- 
} pares with the annual figure of about a 
half million of business which the office 
produced up until two years ago when 
Mr. Seitz took charge. Mr. Seitz, who 
has had 23 years’ life insurance experi- 
€nce, starting at age 13 as an office boy 
ta Jersey City agency, does not even 
ge his 37 agents desk space. There 
are five desks in the office for the use of 
all agents. Agents who have such im- 
2ortant business as filling in applica- 
“ons and getting signatures “rate” a 
deck temporarily. The others, Mr. Seitz 
‘ays, can stand up or get out selling. 
; Mr, Seitz years ago sold for the Mu- 
tual of New York, then during the war 
"as claim agent for the United States 
Port of embarkation at Hoboken. He 
ccame an agent of the Connecticut 
“eneral in New York City after the 
War, then went with the Equitable of 
ae York in Jacksonville, Fla., as dis- 
ie A ep After four years he 
a 0 Houston, Tex., as district man- 
et under O. Sam Cummings of the 
\ansas City Life at Dallas. 

NEW SALES BOOK oUuT 


__ Steps to the Order,” by J. C. Asp- 
tion ep inhed by the Dartnedl Corpora- 
This ;. Chicago, is a new sales book. 

S18 a “how” book of creative selling 


3H 
PM 


Prac? 


jini 





methods summarized from the sales 
manuals of leading organizations. It is 
expressly designed for sales training 
purposes. As the title suggests, the 
methods outlined deal for the most part 
with the very definite problem of get- 
ting an order, with specific considera- 
tion to post-depression conditions. 

That the ideas and suggestions are 
sound and practical would seem self- 
evident. Millions of dollars have been 
spent in the last decade by the National 
Cash Register Company, Chevrolet Mo- 
tor Company, New York Life, and 
others to which the author makes ac- 
knowledgment, in working out methods 
to make their salesmen’s efforts more 
productive and profitable. The meth- 
ods found most effective were naturally 
adopted as standard practice and incor- 
porated in their sales manuals for the 
training and benefit of their entire sales 
forces. The price is $1. 

* & * 


MRS. HERRING ACTING SECRETARY 


The executive committee of the IIli- 
nois Insurance Federation announces 
the appointment of Lillian L. Herring 
as acting secretary, succeeding E. 
Ackerman, who resigned as secretary 
to become associate editor of the “In- 
surance Field” at Louisville. Mrs. 
Herring has had considerable experi- 
ence in insurance and secretarial work. 
She was with the Chicago branch of the 
old New York Indemnity in 1927, and 
later was chief clerk in the Chicago of- 
fice of the American Employers. Re- 
cently she has been chief clerk of the 
employment department of Remington 
Rand in Chicago. 


* x 
DISMISSES WITNESSES 


Master in Chancery Epstein of Chi- 
cago, to whom was referred the action 
on the part of a group seeking to block 
the sale of the Missouri State Life to 
the General American Life in the IIli- 
nois courts, declined to hear further 
witnesses shortly after the hearings 
were called. He expressed the belief 
the Missouri courts have full jurisdic- 
tion and there is nothing for the IIli- 
nois courts to do about it. 

* *K * 
MANAGERS TO CONFER 


R. M. Hallgren, Indianapolis general 
agent for the State Mutual Life, and 
Lee Scheuer, Cincinnati general agent, 
will spemd next Monday in Chicago 
with General Agent J. C. Caperton. 
These three general agents are com- 
paratively new in their field and they 
decided to get together, compare notes 
and gain ideas from one another. 

* Kk * 
TO ENFORCE ILLINOIS LAWS 


Further protection of policyholders 
and the fullest development of the in- 
surance business in Illinois brought 
about through rigid enforcement of ex- 
isting Illinois insurance laws are an- 
nounced as basic programs of the insur- 
ance division, Illinois chamber of com- 
merce, by Joseph T. Meek, secretary 
of the group. 


“Our committee,” Mr. Meek 


says 














The Criterion 


FF HE true measure of progress 

in an institution is perform- 
ance—not for the day only—but 
over the years. This progressive, 
time-tried Company is in its fortieth 
year of consistent, conservative, 
steady performance. It has paid 
$93,000,000 
to policyholders and their 
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Continue to 
Move Forward! 


HE financial position of this Company is 

stronger than ever before, with a record 
cash balance and no borrowed money. . . 
Entering the 23rd year of faithful service to 
the people of its territory. . . New Liberal 
commission and non-forfeitable renewal con- 
tract for competent underwriters. 


California-Western States Life 


Insurance Company 
Home Office: Sacramento 




















20 


THE NATIONAL UNDERWRITER 


February 2, 19348 











“is going to work with the [Illinois 
chamber as an organization represent- 
ing policyholders and business interests 
in an effort to force a cleanup of the 
Illinois insurance situation. The pres- 
ent insurance director, Ernest Palmer, 
is fully in accord with our program and 
believes it will be of considerable help 
to him. What the Illinois chamber of 
commerce will do will be to investigate 
all shaky or illegitimate situations in the 
interest of the policyholders and, nat- 
urally, for the betterment of the honest 
companies.that deserve the confidence 
and support of insurance buyers. Upon 
completion of all investigations, briefs 
and recommendations will be sent to 
the insurance department for action. 
Obviously, the state chamber will not 
permit any undue delay realizing that 
some unfortunate failures already oc- 
would and could 


curring in Illinois ? 
have been prevented through imme- 
diate action. We want the insuring 


public to realize that this basic pro- 
gram is for its benefit primarily. As 
for the industry itself, it recognizes the 
importance of bringing the Illinois in- 
surance situation on a par with that 
of the best in the United States. From 
a broader standpoint, such develop- 
ment will undoubtedly bring new insur- 
ance capital and new prosperity to IIli- 
nois in the form of more employment, 
more payrolls and more dividends.” 


NAME THREE UNIT MANAGERS 


Three unit managers have been ap- 
pointed in the Chicago organization of 
the Equitable Life of New York. D. 
C. Cranston becomes unit manager of 
the Kerber agency, and Seig- 
mund and E. W. O’Shaughnessy unit 
managers in the Nolan agency. Mr. 
Cranston has been connected with the 
Equitable in Chicago for 11 years, more 
recently with the Courtenay Barber 
general agency. Mr. Seigmund has 
been an agent in the Barber agency 
for six years. Mr. O’Shaughnessy has 
been agent in the Nolan agency for 
four years. Business is definitely on 
the up grade with the Equitable agen- 
cies in Chicago, they being 250 appli- 
cations ahead in January as compared 
with January, 1933, and volume also 
comparing favorably. 


Colgrove System Contract 
Ruled Illegal in New York 


BUFFALO, N. Y., Feb. 1.—Justice 
Harris, sitting in supreme court here, 
dismissed an action against G. B. Wal- 
bridge of Buffalo for $3,348. He was 
one of 100 men each of whom took a 
$100,000 life policy in the Union Cen- 
tral through the C. W. Colgrove Sys- 
tem of Chicago. Under the agreement 
in the group deal, payments were to be 
made by all participants in the event of 
death of any one of the participants 
within five years from 1931. Notes for 
$3,348 were signed by the participants 
to be cashed in the event of a death. 
One did occur, Mr. Walbridge refus- 
ing to pay the claim. Justice Harris 
held that in New York state such a 
plan involved the gambling element and 
ruled the claim illegal. 


V. F. Larson Resigns 


V. F. Larson, secretary Central 
States Life of St. Louis for 15 years, 
has resigned effective Feb. 1. He has 
been ith the company for 20 years, 
several years as western manager at 
Denver and was then made secretary. 
For eight years he served as secretary 
and manager of agencies. He has not 
anounced his future plans. 





Spokane Agency’s Good Record 


Manager P. L. Cochran reports the 
Spokane (Wash.) agency of the Mutual 
Life of New York insured about 40 per- 
cent more persons in 1933 than in 1932 
and was one of the 11 agencies in the 
United States to register a 30 percent 
increase or better the last quarter of 
the year. The volume for last year ex- 
ceeded that of 1932 by about 9 percent. 














AS SEEN FROM NEW YORK 





NEW JERSEY DECISION GIVEN 


The New Jersey supreme court has 
affirmed the judgment of the Essex 
county circuit court holding that the 
Prudential must pay the amount of the 
insurance of J. P. Johnson, who was de- 
clared legally dead after seven years’ 
absence. The Prudential raised a point 
on appeal, declaring that the lower court 
erred in excluding evidence by an atc- 
tuary as to the policyholder’s expec- 
tancy. The supreme court said in this 
connection: 

“Evidence is admissible when it is 
relevant, material or competent. The 
mortality tables were offered to show 
‘Johnson’ had a certain expectancy of 
life which had not yet expired. We do 
not see how these tables can be said 
to be material, relevant or competent 
testimony to show that ‘Johnson’ was 
still alive. After all, the real issue is 
whether ‘Johnson’ was still alive or not, 
and in the absence of legal proof that 
he was alive the legal presumption set 
up by the statute governs.” 

* * * 
CONSTITUTIONALITY 


To assure the constitutionality of the 
emergency legislation under which the 
state’s life insurance loan and surrender 
restrictions, now rescinded, were pro- 
mulgated, a bill has been introduced in 
the New York legislature fixing March 
1, 1935, as the date when the emergency 
legislation shall cease to be effective, 
unless previously terminated by the 
legislature or by the governor if the 
legislature be not in session. The bill 
also covers banks and other corpora- 
tions and institutions under the super- 
vision of the superintendent of banks 
and the superintendent of insurance. 
The change in the law was_ necessi- 
tated by the appellate division’s denial 
of the law’s constitutionality in its pres- 
ent form in an action brought against 
a guaranteed mortgage company. The 
decision was based on the possibility 
that under the original law, with no 
definite time limit provided, “the exist- 
ing rights of the plaintiffs may be to- 
tally destroyed and they would appear 
to have no definite remedy.” The 
court called attention to the fact that 
in the mortgage moratorium laws the 
suspension of remedies is for a defi- 
nite period of time. 

* *k * 
VIVIAN ANDERSON TO SPEAK 


C. Vivian Anderson, president of the 
National Association of Life Under- 
writers and an agent of the Provident 
Mutual Life in Cincinnati, and W. H. 
Burns, independent million-dollar pro- 
ducer of Philadelphia, will be the speak- 
ers at the dinner meeting of the New 
York City Life Underwriters Associa- 
tion, Feb. 13. 

Mr. Anderson will talk on “Have You 
Made Your Will?” and the use of the 
will approach in opening doors which 
would otherwise be closed. Mr Burns, 
who has paid for more than a million 
dollars each of the last seven years, will 
talk on programmed insurance. He will 
tell how to get the information from the 
prospect and how to use it after getting 
it. 


TO ASSURE 


* OK * 
D. B. MADURO’S NEW LOCATION 


Denis Brandon Maduro, counsel New 
York City Life Underwriters Associa- 
tion, has announced the removal of his 
law offices to the City Bank Farmers 
Trust building, 20 Exchange Place. 

* *K * 
Cc. L. U. SPEAKERS ANNOUNCED 


J. H. Brady, one of the leading pro- 
ducers of the J. C. McNamara agency 
of the Travelers in New York City, and 
W. F Plume, who is associated with 
General Agent R. L. Jones of the State 
Mutual Life in New York City, will be 
the speakers at the meeting of New 


By R. B. MITCHELI 





York C. L. U. chapter, Feb. 6 at noon. 
Mr Brady will describe his selling 
methods and Mr. Plume will discuss 
population trends and their possible ef- 
fect on the future market for life in- 


surance. 
* OK OX 


KEANE-PATTERSON FUNCTION 


The Keane-Patterson Agency of the 
Massachusetts Mutual Life in New 
York City held open house Thursday at 
its Pershing Square branch to give its 
many friends a chance to look over the 
new and larger quarters in the same 
building, where Branch Manager R. E. 
Fisher and his organization are now lo- 
cated. Mr. Fisher and General Agents 
Donald Keane and Lloyd Patterson 
were on hand to welcome the guests. 
Vice-president Joseph C. Behan repre- 
sented the home office. 

ek ok 
SOUND MONEY BULLETIN 


Another sound money bulletin was 
sent last week to managerial members 
of the National Association of Life Un- 
derwriters by the committee consisting 
of J. S. Myrick, Mutual Life of New 
York, chairman; R. L. Jones, State Mu- 
tual Life, and T. M. Riehle, Equitable 
Life of New York. 

The bulletin urged managers to cause 
as many communications as possible to 
be sent to senators from their states, 
urging them to give full consideration 
to the monetary bill, to the end that 
the least possible harm and the greatest 
possible good be caused for policy- 
holders. 

“So far as we can learn,” the bul- 








Has Anniversary 








J. M. FRASER 


J. M. Fraser, general agent Connecti- 
cut Mutual Life, and chairman of the 
New York City Life Underwriters’ As- 
sociation’s executive committee, cele- 


brated his 15th anniversary in the life’ 


business Jan. 27. Inasmuch as Mr. 
Fraser, with his wife and twin daugh- 
ters, was planning to leave for Florida 
Jan. 26, the agency personnel commem- 
crated the occasion a few days pre- 
viously at a meeting, presenting to Mr. 
Fraser a platinum watch chain and knife 
and a bouquet of roses. 

Mr. Fraser left the silk business in 
1919 to join the agency headed by his 
‘brother, P. M. Fraser, now vice-presi- 
dent of the Connecticut Mutual. About 
four years ago he succeeded his brother 
as general agent when the latter went to 
the home office. He is at present at the 
company’s general agents’ conference in 
Hollywood, Fla., and is expected back 
in New York about Feb. 8. 


letin states, “the devaluation of the do. 
lar, even to the upper limit of 60 cent; 
is an under valuation of the dollar, ang 
according to Dr. Huebner, would sery 
materially to increase the cost of living 


In other words, it would appear, from) 


this statement, that your dollar is wort) 







more than 60 cents at the present tine) 


and should be held there or higher.” 
*k *K * 
COURSE IN ACCOUNTANCY 


Among the new courses offered by) 
St. John’s university, Brooklyn, is on} 


on insurance accounting, conducted by) 
P. S. Ferguson of Ferguson, Daniels i) 






Porter, insurance accountants and act 
uaries of New York City. Included i 
the course will be the fundamental prin. 
ciples of accounting as applied to com. 


panies, brokers and agents, and prepara J 


tion of the necessary financial state. 
ments required by law. 


In addition, the ‘ 





laws and practices peculiar to the insur) * 


ance business will be reviewed. 
* * * 


PENSION PLAN FOR BANK 


A cooperative plan for providing r. 
tirement annuities for officers and em.) © 





through the Prudential. 
manager life 
Higgins, handled the details. 








Southern States 
Local News 

















Protest Department Merger i 





Kentucky Agents Oppose Proposal to ¥ 


Combine Insurance and Banking 
Departments—See Governor 





FRANKFORT, KY., Feb. 1.—Life 
and fire insurance agents have entered a 
protest with Governor Ruby Laffoon 
over the merging of the state insurance 
department with the state banking de- 
partment as provided for in the admin- 
istrative code of the advisory council 
proposing a reorganization of state de- 
partments. Spokesmen of the delega- 
tion told the governor that of the two 
departments the insurance department 
is the best source of income in the state 
as it turns over in excess of $1,200,000 
a year to the general expenditure fund. 
They pointed to the fact that the insur- 
ance department operates on a budget 
of $49,000 a year and that but three 
states have combined their insurance de- 
partments with their banking depart 
ments. 

In the delegation were H. A. Smith 
National Association of Life Underwrt- 
ers executive committeeman for Ken- 
tucky; R. B. Ferguson, president Louis- 
ville Association of Life Underwriters; 
W. M._ Cotton, — secretary-treasurer 
Louisville Association of Life Under- 
writers, and T. Cravens, president 
General Agents & Managers Associa- 
tion of Kentucky. 


Dees’ Agents Gather 


JACKSON, MISS., Feb. 1—Forty 
agents of the Mutual Life of New York 
in Mississippi gathered here for their 
annual convention. Manager R. H 
Dees presided at the luncheon at which 
Commissioner G. D. Riley talked. Mr. 
Dees reports that the agency’s produc: 
tion in 1933 increased 35 percent. 


Franklin Meeting in Texas 
SAN ANTONIO, TEX., Feb. 1— 
The Texas agents’ convention of the 
Franklin Life was in charge of Rollin 
Young, vice-president in charge © 


agencies. James Abels, assistant treas 
———S 
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“Life Insurance,” by Maclean, new 1928 

edition, is a treatment of the princes 

and functions of life insurance by eld 

actuary thoroughly imbued in the rde? 
man’s point of view. Price, 

from The National Underwriter. 
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oe urer, was also present from the home 

lar oa Mofice. C. R. Fuquay, San Antonio 

ld seryegs manager, was chairman. Mr. Young 

of ‘inal analyzed the company’s statement. 

ar, He *% . L. Lawrence, assistant Texas gen- 

is worth eral agent of the Lincoln National Life, 

ent timp spoke on “Time Control and Stand- 

cher.” [im ardized Sales Talks. Different agents 
spoke on the various problems which 

CY ) the underwriter must meet. Mr. Young 

: conducted an open forum on_ the 

‘ered by Franklin “Practices and Policies.” 

1, 1S One fe 

icted by & 

aniels & & New Robertson Law Proposed 

tudes fm AUSTIN, TEX., Feb, 1—It, devel- 


§ oped at the opening of the special ses- 


tal prin. 
tal prin sion of the legislature that a move is 








the companies which withdrew from 
Texas when the law was enacted in 
1906, provided they purchase certain 
amounts of Texas unemployment re- 
lief bonds and thus insure a market for 
these securities about which there is 
some doubt. The subject would have 
to be separately submitted by the gov- 
ernor. 


Provides for Changing Companies 

RICHMOND, VA., Feb. 1—A bill 
sponsored by the Virginia insurance de- 
partment has been introduced in the 
general assembly providing for the con- 
version of a domestic stock life company 
into a mutual. Under the present law 
mutualization can only be effected by 











bel. again under way to amend the Robert- | the organization of a new and separate 
ul State son law so as to permit the return of | company. 

tion, the & 

1e insur- fa 
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ding te. New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 

and em Policy Literature, Rate ks, etc. Supplementing the ‘Unique Manual- 

& Trust | Digest” and ‘‘Little Gem,” Published Annually in May and March respectively. 

rked out | 3 PRICE, $5.00 and $2.00 respectively. 
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New Annuity Pian Published | Lamar Life Is Issuing Rider 





. Jefferson Standard Form for Prospect 
‘SS |e Who Is Not Certain When He 
Wants Income to Start 








The Jefferson Standard Life has is- 











~ sued an optional retirement income 
Aerger form designed to meet the needs of the 
|) prospect who at the time of the appli- 
posal to a cation is not certain of the age at which 
sie zl he will wish the monthly income pay- 
> ments to commence. The insured will 
or — have the option of entering upon a 
» monthly income, payable for life with 
1—Life P10 years guaranteed, on any policy an- 
ntereda — ‘iversary between the attained ages of 
Laffoon B50 and 70 provided the policy has at 
surance that time been in force 10 full years. 
ing de — | Monthly income begins at attained 
admin. — age 60 unless some other age is elected 
council & Prior to that time. If income is to start 
tate de- at a later age premium payments have 
delega- to be continued up to that date. As the 
the two insured can at any time prior to age 60 
artment change the time at which the income is 
he state to begin, his election should be post- 
200,000 poned until age 59 or until such earlier 
re fund. & time as he may wish to start the in- 
e insure Re come. 
budget JB . The policy anniversary nearest age 60 
t three is used as the maturity date and the 
ince de- paid-up insurance shown in the tables 
depart: J Of guaranteed values is paid-up endow- 
» ment at age 60 insurance and any pure 
Smith, % ‘dowment under the extended insur- 
lerwrit- J ance option would be payable at age 60 
r_Ken- if the insured is then living. 
Louis: & Male and Female 
writers; If the ; 4 
‘easuref ne insured is a male, the monthly 
Under- come is slightly larger than if the in- 
-esident sured is a female. 
geen If the amount of the income should 
be less than $10 per month, payments 
will be made quarterly, commencing two 
months after the date at which the first 
monthly income payment would other- 
_Forty wise be made. 
v York In event of death before the income 
r their Starts, the face amount or the cash 
R. i. value, whichever is the greater, will be 
which paid. In event of death after income 
1 Mr. begins but before installments have been 
yroduc- a years, income will be continued 
t. 0 the beneficiary for the remainder of 
the 10 year period. 
- ae Jefferson Standard has issued a 
: ; annuity manual showing rates and 
b, 1 rules for single premium immediate an- 
of the nuities and elective annuities. 
Rollin Seas 
Re Washington Veteran Dies 
umn P con Ben Fischer, general agent for 
vy 1929 ‘sine s ental Life at Yakima, and 
neiples state died in insurance circles of the 
by_ an edie led there from an acute attack of 
e fie 8estion. His son, H. I. B. Fischer, 






associated with him, is expected to 
‘tty on the business. 

















Home Protector Provides 20 Percent 
Lump Sum or 1 Percent 
Monthly Income 





_Issuance of the “home protector 
rider,’ providing monthly income 
through renewable term, was  an- 


nounced by A. E, Babbitt, vice-presi- 
dent and actuary Lamar Life, at a meet- 
ing of general agents in Jackson, Miss. 
The rider replaces the special home 
guardian policy, and will be issued in 
connection with any standard policies, 
except term, juvenile, and joint life, 
having face value not less than $2,500. 

It is yearly renewable term, providing 
for decreasing risk. In event of death 
of insured during the “home protector” 
period (number of years selected for 
the rider), the supplementary contract 
provides for an additional amount over 
face value of policy. 

1. Cash payment of 20 percent of 
face of policy. 

2. Monthly income of 1 percent of 
face of policy. 

The rider can be attached to old 
policies on anniversary dates. It car- 
ries the privilege of being canceled at 
any time to reduce premium to rate 
of principal contract, of decreasing an- 
nual premiums until the protector pe- 
riod expires, and of designating num- 
ber of years for monthly income pro- 
tection. Cash and surrender values are 
not changed by adding the rider. 





Equitable Life of lowa to 
Cut Dividends 25 Percent 





The Equitable Life of Iowa is reduc- 
ing dividends to policyholders 25 per- 
cent. The dividend year runs from 
March 1. The reduction applies on ail 
classes. 

Interest rates on supplementary con- 
tracts remain at 4% percent. 





Lincoln National Annuity 
Rates to Increase March 1 





The Lincoln National Life has an- 
nounced an increase in annuity rates 
effective March 1, for the following 
types: Single premium immediate life 
annuity both with and without guaran- 
teed return premium; single premium 
deferred annuity without guaranteed re- 
turn of premium; annual premium de- 
ferred annuity without guaranteed re- 
turn of premium; single premium joint 
and last survivor annuity, and retire- 
ment income. Rates remain unchanged 
for the annual premium survivorship 


















Announcing — 


The NEW BERKSHIRE 
Low-cost BENEFACTOR POLICY! 





PERMANENT PROTECTION—LOW COST—EASY STEPS 
AGE 35 


Ist year—$ 62.00 Annual Premium Gross pre- 
2nd year— 74.40 Annual Premium ™UmS may 


: be material- 
3rd year— 86.80 Annual Premium jy reduced 
4th year— 99.20 Annual Premium by the appli- 

? 5th year— 111.60 Annual Premium Nant ort 
Thereafter—124.00 Annual dends. 


Premium 


Includes cash, loan and other non-forfeiture provisions. Avail- 
able in denominations of from $2500 to $200,000 Annual, Semi- 
Annual or Quarterly Premiums. 


THIS POLICY IS GEARED TO THE NEED OF THE 
MOMENT AND IS MEETING WITH “INSTANT” DEMAND 


“Ask Any Berkshire Agent” 


BERKSHIRE LIFE 


INSURANCE COMPANY 
Incorporated 1851 


PITTSFIELD, MASS. 
Fred H. Rhodes 


President 


























To Make Your Customers 
Financially Secure 


Extra safeguards are set up by Yeomen Mutual Life 
to make its policyholders financially safer. 


Today the company maintains a surplus more than 
One Million Dollars above legal requirements, for 
added safety. Of the twenty-two millions of Yeo- 
men Mutual assets, nearly 60 per cent are kept in 
liquid cash and U. S. Government and municipal 
bonds. 


If interested in joining a company with such a 
strong financial setup, write 


YEOMEN MUTUAL LIFE 


INSURANCE COMPANY 
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annuity and the single premium life 
annuity with insurance benefits at death. 
The single premium deferred annuity 
with guaranteed return of premium is 
being withdrawn and supplemented by 
a single premium form of retirement in- 
come policy. 

The only change in the retirement 
income policy (annual premium) is in 
the amount of annuity which will be 
paid at retirement age per unit. Amounts 
of annuity income, both life and refund, 
for both males and females at all retire- 
ment ages will be decreased moderately, 
while the premiums, cash values and 
death benefits per unit remain un- 
changed. The new single premium re- 
tirement income policy will be similar 
to the annual premium form, the only 
difference between them being the 
method of purchase. It will provide 
death benefits, increasing each year the 
policy remains in force and never less 
than the premium paid. The cash values 
will be available after one year and op- 
tional ages of maturity are provided. 

The new annual premiums on de- 
ferred annuities without return of pre- 
mium per $10 monthly income for males 
are: age 35, $16.04; 45, $32.71; 55, $90.57. 

Other new rates are: 

Single Prem. Immed. Life $10 Mo. Inc. 


Age Age Without With Years 
Male Female Ret. et. Cert, 
55 59 $1,619.70 $1,795.67 15 
60 64 1,426.87 1,645.91 14 
65 69 1,232.54 1,499.41 13 
7 74 1,043.00 1,311.09 11 
Retirement Mo. Inc. Annual 

Prem. Male at 65 Female at 60 
Age Per Unit Life Ref. Life Ref 
25 $80.00 62.91 53.07 38.85 34.76 
3 80.00 37.85 31.93 22.38 20.02 
4 82.50 19.77 16.68 10.60 9.48 


Mortgage Moratorium Upheld. 
The Michigan supreme court upheld 
this week the mortgage moratorium 
law passed by its legislature. 


Verne Whitnah, formerly general agent 
at Rockford, , for the Equitable Life 
of Iowa, has moved to Los Angeles and 
is connected with the Equitable’s Hoghe 











GENERAL AGENCY NEWS 





Des Moines Agency’s Year 





Mutual Life Under Manager C. E. 
Brown Gives Good Account 
of Itself 





The Des Moines agency of the Mu- 
tual Life of New York uncer Manager 
C. E. Brown is one of the sldest and 
largest agencies in Iowa. It covers 
about three-fourths of the state. There 
are 17 salaried employes and 75 agents 
connected with the agency in Des 
Moines. Mr. Brown has had a success- 
ful career. He was formerly manager 
of the Mutual Life at Billings, Mont., 
and was transferred to Des Moines as 
manager just a year ago. The Billings 
office has charge of nearly all of Mon- 
tana and the northern part of Wy- 
oming. During 1932 the Billings agency 
showed an increase of 35 percent in 
new business. Last year, which was 
Mr. Brown’s first year in Des Moines, 
the business in that office showed an 
increase of 24.8 percent. During the 
last quarter of the year the increase 
was 80.4 percent. The Des Moines 
agency produced more business in Polk 
county, in which Des Moines is located, 
last year than it did in any year since 
1929. 





Stotz Agency in Michigan 
Holds Annual Convention 





The annual agency meeting of the 
Grand Rapids agency of the Mutual 
Benefit was held in that city. Home 
office executives in attendance were Oli- 
ver Thurman, vice-president and super- 
intendent of agencies; Dr. Earl V. 
Sweet, assistant medical director; A. J. 
















OSS 


buyer and seller. 


RELIANCE LIFE INSURANCE COMPANY OF PITTSBURGH 


Ask D. F. Sullivan 
El Paso, Tex. 


Representing Reliance Life 
for More Than 15 Years 


of NRA 


The N R A has emphasized the importance of 
Quality, Service and Salesmanship. These 
factors always have been a potent part of the 
Reliance creed. We rededicate ourselves to the 
maintenance of the “Quality” provisions of 
- Reliance policies, Service which assures com- 
plete satisfaction, and Salesmanship which, 


by correct fulfillment of need, profits both 







Riley, underwriting executive. A fea- 
ture of the banquet was the taking of 
movies of the 140 persons attending. 
R. R. Stotz, general agent, reported $8,- 
244,000 of business paid for last year. 
Death claims of $487,000 were paid dur- 
ing the year. During the year, $4,094,- 
000 of insurance was placed on an in- 
come plan to beneficiaries. The 1933 
class of new salesmen who came into the 
business during the year paid for $400,- 
000 of new insurance. The Grand Rap- 
ids agency covers all of Michigan ex- 
cept Detroit and five adjacent counties. 





Glover Hastings in Detroit 


Glover S. Hastings, superintendent of 
agencies New England Mutual Life, 
conducted a sales conference for the 
staff of the A. C. Utter general agency 
in Detroit, with 45 agents attending. A. 
D. Jamieson, personnel director Union 
Guardian Trust Company, spoke on 
personnel problems. 





Observe Agency’s Anniversary 


In observance of the 15th anniversary 
of the founding of the E. L. Carson 
general agency of the Equitable Life, 
Mr. Carson was host to 104 city and 
state representatives at a luncheon in 
Milwaukee. Dr. G. B. Van Arsdall of 
the educational division at the home of- 
fice was the principal speaker. The 
meeting was also an observance of the 
75th anniversary of the founding of the 





company. 
Plan Green Bay Sales Congress 
The Moore & Moore Insurance 
Agency, Green Bay, manager of the 


Franklin Life for northern Wisconsin, 
will hold a sales congress Feb. 9. Rol- 
lin Young, vice-president in charge of 
agencies, and William Taylor, secre- 
tary are expected to be present and 
speak. Joseph Moore of that agency 
has been apppointed sales director for 
the eastern division of the company. 
The agency wrote $1,300,000 of new 
business last year and Mr. Moore be- 
lieves prospects are that 1934 will be 
even better. 





Boyd Reports Business Upturn 


The northern Indiana agency of the 
Equitable Life of Iowa held a meeting 
in Kokomo, Ind. L. T. Boyd, general 





—=—= 


agent, reported a sharp upturn in ney 
business. E. E. Smith, agency secre. 
tary from the home office, spoke. 


Smith Heads Lackey Agents 
DETROIT, Feb. 1—Caleb R. Smith 





Ann Arbor, leading producer of th) 


George E. Lackey general agency 
the Massachusetts Mutual, was electej 
president of the newly formed Lackey 
agents’ association. H. B. 
troit, is vice-president; F. J. Little, De. 


Detroit, treasurer. 


tion in 1933. 


Mutual Life’s Cleveland Office 


The Cleveland agency of the Mutual 
Life of New York has rearranged the 
agents’ quarters of its offices in the 
Union Trust building. The agency j 





that one of the company’s leading pro- 
ducers at Youngstown, 

Mr. Bennell has separate groups oj 
senior members of the agency. The 


plications in 1933 over 1932. 





Fisher Agency Meets 


by President James Lee 


Red Oak; 


Moines. 


ing consistent monthly increases for 
the last half of 1933. 


Indiana Agents Gather 


H. G. Schaefer, general agency su- 
pervisor for the John Hancock Mutual 
Life, was the featured speaker at the 
annual Indiana state meeting of that 
company in Indianapolis, over which 
General Agent D. W. Flickinger pre- 
sided. Others present from the home 
office were F. J. Keefe, assistant man- 
ager underwriting department, and Dr. 
W. B. Bartlett, medical director. Mr. 
Flickinger was host at a_ banquet. for 
agents and their wives, E. R. Grisell, 
one of the leading agents, acting as 
toastmaster. ; 




















WITH INDUSTRIAL MEN 








President Burton’s Outlook 


Life & Casualty’s Chief Expresses His 
Ambition for the Coming Ten 
Year Program 








President A. M. Burton of the Life 
& Casualty of Nashville states that its 
10 year goal is 1,000 $200 industrial 
debits. If a thousand agents make only 
$1 net increase per month during the 
next 10 years it would mean a $120,000 
debit of itself. Add this amount to the 
present debit and President Burton 
says that the figure would run over 
$200,000 a month. Ten dollars a 
month, he says, invested in Life & Cas- 
ualty stock now would be equal to $10 
a week saved five years from now. 
According to the experience of other 
successful companies, he says it is pos- 
sible to earn 100 percent dividends on 
its present capital should the debit be 
increased $200,000. 


Life & Casualty News 


Elmo Phillips of Nashville leads the 
Life & Casualty for 1933 on paid for 





business, his total being $127,922. J. L. 








Bullock of Shreveport, La., was second 
with $85,600. : 

R. E. McCormick of the Birmingham 
district of the Life & Casualty of Nash- 
ville has been made home office rep 
resentative in Mississippi Valley tert 
tory. He will devote his time principally 
to the ordinary department. He entered 
the service of the Life & Casualty, April 
29, 1929, as a special ordinary agent 4 
Birmingham. 





Honor I. T. Townsend 


I. T. Townsend celebrated his 30th 
anniversary of company service Jan. 
18. He is vice-president of the Life In- 
surance Company of Virginia. The 
field men sent in 315 applications ™ 
his honor. It was the largest business 
ever reported for one week in the com 
pany’s nistory. The number of indus- 
trial applications written was ove 
twice as large as anv week on record. 





Western & Southern News 


The Western & Southern Life has 
appointed the following new super 
tendents: C. W. Bowers, Columbus: M. 
A. Paper, St. Louis; H. 5. Combs. 











troit, secretary, and Mrs. L. L. Forres, © 
; Officers were gf) 
lected on a basis of volume of produc. | 


managed by A. H. Bennell, formerly [ 
manager at Pittsburgh and previous to | 






offices for beginners, intermediate and | 
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agency produced 40 percent more ap | 


DES MOINES, Feb. 1.—Iowa farm. 7 
ers are in better financial condition for 7 
1934, according to delegates to the an ~ 
nual meeting here of the Claude Fisher | © 
agency of the Connecticut Mutual Life. | 
The feature of the meeting was an am- | ~ 
plified telephone address from Hartford | © 
Loomis. } 
Other speakers were M. R. Thomas, | 7 
. F. Ramsey, Council © 
Bluffs, Ia., and B. F. Nowack, Des © 
The Fisher agency produced | ~ 
$2,250,000 paid business in 1933, show- fF” 
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Gary; H. L. Teegarden, Dayton, O. 


| in ney : 
The Western & Southern leaders in 


‘Y Secre. 








ke. industrial increase for 1933 were Man- 
ager V. B. Riggs, Middletown, oO; 
Superintendent C. D. Hilliard, Mans- 
gents field, O.; Agent A. Tomer, Pittsburgh. 
.. Smith (9 The ordinary leaders were Manager G. 
of theMC. Steward, Marion, Ohio; Superin- 
sency oj fe tendent W. Bartell, Akron; Agent E. L. 
3 electe/ (9% Wiegman, Akron, O 
Lackey 
uhl, De. is Fe _ 
ttle, De. Prudential Appointments 
Forres, ') «G. F. Ashenhart, former assistant 


Vere se. 
produc. 





superintendent of the Prudential at 
Canton, O., has been made _superin- 
tendent of the Wheeling, W. Va., dis- 


Offi trict. T. P. McHugh, former super- 
intendent at Wheeling, has been trans- 
Mutual ferred, in the same capacity to Cleve- 
ged the land No. 3. ¥ 
in the Other promotions to assistant super- 


yency js r intendents are A. T. Howey, Allentown 


tarsiero, Waterbury, Conn., and E. E. 
Heck, Hartford No. 2, Conn. 





National Life & Accident Shift 


Manager A. B. Gawronski of the 
Youngstown, O., district of the Na- 
tional Life & Accident has been made 
resident supervisor in western territory 
with headquarters at Los Angeles. Su- 
perintendent J. H. Brakebill of Detroit 
No. 2 has been made manager at 
Youngstown. 


Great-West Life Sales Congresses 


Great-West Life congresses were held 
Jan. 22-23 at Toronto, with A. P. John- 
son, Detroit city manager, and G. C. 
Cumming, supervisor of field service as 
the principal speakers. At Regina Jan. 
22-23 and at Winnipeg Jan. 24-25, C. 
F. Dunfee, manager at Vancouver and 
D. R. Ferguson, inspector of agencies, 


























formerly |g No. 1, Pa.; P. J. Martineau, Man- | were speakers; at Ottawa Jan. 24-25 and 

vious to fame chester, N. H.; S. A. Davis, Columbus, | at Sherbrooke, Jan. 26-27, C. F. Hohl- 

ing pro- No. 1; L.C. Holdsworth, Lowell, Mass.; | stein, manager Montreal city branch, 
R. C. Reel, Canton, O.; Leonardo San- | and G. C. Cumming spoke. 
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: Finds Prospects Plentiful | Sales Congress in Oklahoma 

ra farm- 

ition for Robert Olmsted Says Many Misconcep- | Wealth of Opportunity Awaits Live 


the an- | @ tions Exist as to Supply of 





ae pe i q Potential Buyers 

an am- | @ 

Lartford Getting action on the part of the pros- 
Loomis.| = pect is the agent’s biggest problem 


> especially in these days when prospects 
seem to be scarce, and when most of 
them are disposed to defer action until 
general financial trends become known. 

“Getting Action” was the subject of 
an address by Robert Olmsted, Detroit 
general agent, Penn Mutual, before the 






ses for 








Akron, O., association. He said the 
r idea that young men just out of col- 

lege are, as a class, jobless and penni- 
ancy su- less, is not true. He said four out of 
Mutual 7 five are working and are prospects. This 
at the 4 was cited as one of several misconcep- 
of that B= tions concerning immediate prospects. 
which B) Mr. Olmsted said the really practical 
er pre- B objective is one in which the long-term 
> home BF objective can be separated easily into 
t man- B a series of attainable short-term objec- 
nd Dr. © tives. Attention can then be centered 
r. Mr. » on each short-term objective as_ it 
uet for comes up. With this process the long- 
Grisell, © term objective is almost automatically 
ing as attained. 


Important Sales Factors 


Next to a thorough knowledge of the 
principles of insurance he rated clarity 
of presentation as the most important 
factor in selling. Next was contagious 
enthusiasm; the average prospect will 








second respond favorably to enthusiasm, or he 
will respond casually to a casual pres- 
ngham entation. 
Nash- _ Mr. Olmsted said the medical exam- 
e rep- ination is the best action-producing de- 
tert viee, 
cipally _ Digests of Ohio laws relating to life 
ntered msurance and to the conduct of agents 
, April are being prepared for distribution, by 
ent at the Akron association so as to eliminate 
misunderstandings and unethical con- 
duct due to ignorance of the law. 
* *K & 
Detroit—F. HH, Davis, vice-president 
s 30th Penn Mutual Life, will be the featured 
» Jan. = at the breakfast that will usher 
fe In- ole iam Independence Week in De- 
The 7 it March 19. About 1,500 are expected 
9 attend the breakfast as 1,200 attended 
yns in : Similar function last year. J. B. 
1siness vacken, of Macken & Ballou, managers 
com Mutual Life of New York, is chairman of 
indus — Independence Week activities. 
over Qualities” of the past presidents of the 
ecord tnenae Life Underwriters and its pre- 
ciation AR Life Underwriters Asso- 
j bebes of Detroit, will be guests of 
$ Wien yee” annual past presidents’ 
_.., eb. 8. George B. Lackey, gen- 
e has past ~ pa Massachusetts Mutual and 
perin- i -en president, will speak on 
s: M. O'Keer resent Day Market,” : ee 
ombs. ast e, Connecticut General, immediate 
President, will be chairman. 





Wire Agents in 1934, Say Speakers 
at Meet 





OKLAHOMA CITY, Feb. 1—A 
wealth of opportunity awaits the live 
wire agent during 1934 but a definite 
change in methods is necessary. ‘This 
was the consensus of key speakers at 
the annual sales conference staged by 
the Oklahoma Association of Life Un- 
derwriters. The 1934 requirements for 
a successful life salesman involve more 
general efficiency and closer study and 
analysis of the individual needs of 
clients. A thorough knowledge of the 
laws as they apply to life insurance and 
the handling of estates was also empha- 
sized as essential in building produc- 
tion. 

A complete change of procedure from 
the 1933 methods of selling life insur- 
ance was advocated by Walter Cluff, 
educational director of the Kansas City 
Life. The year will reward efficiency 
and will penalize inefficiency as never 
before, he said. 


Must Use Head 


A wealth of new ideas’ in meeting 
sales resistance was presented by C. 
Vivian Anderson, president National 
association. “If you are not selling life 
insurance it is because you are not using 
your head,” he said. “Your challenge 
for 1934 is based on the fact that 87 
percent of all men die without any 
tangible assets but life insurance and 
only 42 percent leave a will,” he contin- 
ued. “Now, it is your business to see 
that this life insurance is properly writ- 
ten so that it will do the most possible 
good.” Mr. Anderson suggested that 
when a policy is writen, the particular 
argument which motivated the client to 
sign the application be recorded, so that 
it can be used in selling him again. 
“The new deal places emphasis on 
service rather than profit,” said Kenneth 
Abernathy, state legislator, in talking 
on “Life Insurance From the Citizen’s 
Viewpoint.” The gist of R. J. Grimm’s 
talk on “Getting the Business Weekly” 
was that the mental attitude is the domi- 
nant factor of success. 


Commissioner Read Talks 


The 1934 swing back to fundamentals 
was emphasized by G. T. Carlin, educa- 
tional director of the Central Life of 
Iowa. Companies which have wandered 
from this path are realizing the neces- 
sity of this movement. “Forget the 
trimmings and revert to the fundamen- 
tals which maintain the integrity of our 
institution,” he urged. 





THE VICTORY LIFE 


INSURANCE COMPANY 


of December 31, 1933 
LIABILITIES, SURPLUS AND OTHER 
FUNDS 


Financial Statement as 


ADMITTED ASSETS 
ge er Er a — 
Mortgage loans (first liens) 
Policy liens and loans 
U. S. Gov. and municipal bonds 

(par value) 
Cash deposited in banks....... z 
Accrued interest on mortgages.. 
Accrued interest on bonds 
Uncollected and deferred prem. 
(net) 
(Fully protected by policy re- 
serves) 
Reserve on policy carried favor 
of Co. 
Gross Assets 
Less excess par value of bonds 
over market value in accord- 
ance with Nat’l. Ins. Commis- 
sioner’s valuation 


Admitted assets 


Net reserve 
Interest and premiums paid in 
advance 


106,313.50 


37,295.15 Dividends apportioned 


All other liabilities 


Liabilities, except capital stock.$2,723,597.05 
Capital stock 
Surplus and contingency 


Paid Beneficiaries & Policyholders yn °33, $476,930.00 
GAINS IN 1933 


Increase in admitted assets 
Increase in policy reserves 
Increase in surplus funds 

Excess income over disbursements 


Every obligation has been met promptly without selling any securities or 
borrowing from any source. 


For full information regarding our Special Contracts write 
W. J. BRYDEN, Secy. or 
E. E. SHURTLEFF, Asst. Gen. Mgr. 


Home Office: Topeka. Kansas 











Commissioner Jess G. Read of Okla- 














COUNTRY LIFE 


GAINS IN 1933 


We finished the year with a gain in force of 
$6,697,557. 

Our total paid for the year was $11,606,500. 

Mortality for the year 28.8% of the expected. 

Lapse for the year was 7.92%. 

With 92°% of all investments in Government, State 
and Municipal bonds, our net interest earned 
was 3.45%. 

Total insurance in force end of 1933 was $54,065,807. 


We have gained in force every month since the beginning 
of the Company five years ago. 


High points of the statement of Country Life Insurance Company 
for the year of 1933: 











Assets Liabilities 
Cilbes oc veuseisavexvusns $ 22,652.23 Policy Reserves .......... $1,792,691.69 
U. S. Govt. Securities... 1,353,757.75 Installment Claim Reserves 65,413.50 
pie oe 662,316.32 Other Liabilities ......... 106,159.70 
Policy Loans ............. 233,138.40 = TOTAL LIABILITIES ... .$1,964,264.89 
OClliee Aste: f. 255 occ 196,611.29 Capital and Surplus...... 504,211.10 
TOVAL ASSETS ......:. $2,468,475.99 $2,468,475.99 


L. A. Williams, General Manager 


COUNTRY LIFE INSURANCE CO. 


608 So. Dearborn Street, Chicago, Illinois 
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: — 
______ homa estimated that receipts of the in- Ee contr 
surance department will increase from |] Syecess Formula Given They 
$830,113 in 1933 to $1,000,000 in 1934. fi ar stipu 
He urged more attention to legislative to Chicago Association | ™24« 
matters by the association, calling at- as to 

tention to the many adverse legislative 
measures with which the insurance busi- Be 
ness in Oklahoma was threatened dur- the : 
ing the last legislature. He voiced ap- John: 
Are y ou proval of the agents qualification law vice~ 
ii properly formulated. He disapproved ian I 
the measure patterned after Texas A. 
° ») Robertson law. — 
OO ing ea é The Tulsa association provided an in- ~~ 
. teresting address by E. K. Roth of the tion 
Mutual Benefit Life. Cook 
In acknowledgment of a quarter of sour 

Right NOW is the time to get an agency of your |4 century’s service as officers and ac- 
. : tive members of the Oklahoma associa- Sie 
own. Foundations of future fortunes are being | tion, J. H. Johnson, general agent Na- = 
5 ‘ es tional Life of Vermont, and O. F. Wil- pe nk 
laid at this moment. Our “agency minded” offi- son, former Aetna general agent, were ~~ 
cials will give you 100 per cent personal assist- presented with life memberships. Mr. On 
Johnson was first president of the as- dent 
ance in the field. Good territories open in Iowa, | sociation and served for seven succes- valu 
: P sive years, after which he was succeeded ment 

Minnesota, Nebraska. Write. by Mr. Wilson. 

The meeting concluded with a humor- So 


Admitted Assets Over $4,151,000.00. 


The Old Line Cedar-Rapidts Vite 


INSURANCE COMPANY 
Cedar Rapids, Iowa 


Colonel C. B. Robbins, President 
C. B. Svoboda, Secy.—Jay G. Sigmund, Vice-Pres. & Agency Director 














Low Cost Policies for Protection 


Retirement Income Endowments 
PAR AND NON PAR 


AGE 0 TO 65 
A Policy for Every Need 


A General Agent’s Contract that rewards successful 
performance. Desirable territory available. 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
Philadelphia, Pa. 

















OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
_Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 








ous talk by Josh Lee of the University 
of Oklahoma. President E. W. Mar- 
shall, who presided, was assisted by 
L. C. Mersfelder, chairman of the pro- 
gram committee. 


a 
Sales Congresses Are Held 
in Three Cities in Texas 





DALLAS, TEX., Feb. 1.—The three 
annual sales conferences of the Texas 
Association of Life Underwriters, held 
at Houston, San Antonio and Dallas 
were well attended. Problems of re- 
covery as they relate to the life insur- 
ance business characterized the discus- 
sions. At each of the conferences one 
address was delivered to the public by 
L. O. Schriver, vice-president of the 
National association. Opening the 
conferences at each city O. Sam Cum- 
mings, Dallas, past president of the 
Texas association, sounded the keynote 
of the meetings with four cardinal 
points in selling: confidence, prepara- 
tion, enthusiasm and work. 

C. Vivian Anderson of Cincinnati, 
president of the National association, 
discussed the “Proper Mental Attitude 
of the Life Underwriters,” in which he 
explained the work of the national and 
the local associations. 

J. S. Smith, Houston, president of the 
Texas association, told the agents why 
they should be affiliated with their local 
associations and what benefits they 
might expect to derive from member- 
ship. 

At the Houston meeting one of the 
leading bankers of the city discussed 
banking and related insurance problems 
while several of the leading members 
of the Houston, Beaumont and Galves- 
ton associations made brief talks. At 





San Francisco Producers 
Meet Draws Large Crowd 


Always the most brilliant event 
of the life insurance business in 
San Francisco, the annual “lead- 
ing producers’ dinner,” sponsored 
by the San Francisco Life Under- 
writers Association was again the 
center of attraction and brought 
out a large gathering. 

Roger B. Hull, managing di- 
rector of the National Associa- 
tion, talked on “Industrial Recov- 
ery and Life Insurance” and Dean 
J. H. Jackson of Leland Stanford 
University reviewed the situation 
of today from the viewpoint of 
the economist and instructor. 

More than 70 “leading produc- 
ers” were presented with “cer- 
tificates of achievement” by A. S. 
Holman, Travelers’ manager and 
a vice-president of the National 
association. 


























“Ind 
Le 
dire 
CALEB R. SMITH ye spol 
_ Insu 
Caleb R. Smith, district manager a My opti 
Ann Arbor, Mich., for the Massa Qe ‘lat 
chusetts Mutual Life, made a big hitafy ™ ° 
the meeting of the Chicago Associs © Ri 
tion of Life Underwriters in presenting © “a 
the address that he delivered last fall linec 
at the meeting of the National Asso- Wee 
ciation of Life Underwriters. He be talk 
lieves in conservation of time, estab-— the 
lishment of definite quota and the use th t 
of organized sales talks. Hard work, aa 
keen intelligence and an_ unflinching pag 
will is the formula which he advocates. ship 
Mr. Smith said he has never spent Virg 
any of his renewals and has invested in Caro 
annuities so that at the age of 60 he 
will have an income of $10,000 a year. PP 
His January production will be $214- ea 
000, he said. Mr. 
Mr. Smith was introduced by John City 


H. Dingle, Chicago general agent Mas- 
sachusetts Mutual. At the head table 
were the leading producers in many ol 
the Chicago general agencies. 








Dallas A. W. Hogue, president of the 
Dallas association, a Dallas banker and 
some of the officials of the Fort Worth 






association as well as some of the lead- _ 
ing insurance men from north central with 
Texas talked. cular 
San Antonio Speakers Dr 
At San Antonio G. H. Lang, South- Pa 
western Life, Kerrville, Tex., five yeaf of th 
“app” a week producer, told of the value ou 
of setting as a goal a consistent pro- tive 
duction of applications, in building ™? raed 
a volume and in keeping the agent met 
tally fit. C. C. Wolfe, San Antoni 
Union Central agency, showed how the Ay 
agent wastes his time and gave his pect: 
views as to the advantages of a time 25 t 
control system which calls for a repott in th 
by the agent to the general agent. calls 
se ; origi 
Louisiana.—C, V. Anderson, president wal 
of the National association, spoke in Nev an 
Orleans at the annual meeting of the folle 
Louisiana association. “If the life agents OO 
had kept the policy holding public fully call 
informed and convinced regarding what to tl 
the life insurance companies do in the TI 
way of building up estates and provid- his | 
ing for old age,” he declared, “there ous 
would have been no depression.” 5t@ clud 
tistics gathered by the National associ t 
tion for 1932 showed that 87 percent rs iad 
the persons who died in that year le sale 
“nothing but insurance.” Plans ~~? pren 
sales congress to be held March 23 in 18 th 
New Orleans were discussed. ting 
* *K * : the , 
‘Northeastern Wisconsin.—Speaking 0" Tl 
“The Sales Process” at the January meer enth 
ing at Green Bay, Wis., J. P. Carro” per 
superintendent of agencies Lincoln Na z e€ 
tional Life, said: a On 
“Life insurance, like every other e i 
dustry, is full of men who are of =. ean 
salesman caliber but who are not ~— gene 
the leaders in production. These mM 2.5 





and timé 





are sales-wise and time-foolish, 
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control is the solution to their problem. 
They should budget their working hours, 
stipulating the number of calls to be 
made per day and arranging them so 
as to use their vse efficiently.” 


North Dakota—S. H. Bright, Fargo, 
Bankers Life, was elected president at 
the annual meeting in Fargo. W. J. 
Johnson, Equitable Life of New York, is 
vice-president, and R. A. Trubey, Guard- 
ian Life, secretary-treasurer. 

A. W. Crary of Fargo discussed the 
farm refinancing program of the federal 
government and its effect upon the north- 
west. About 30 members of the associa- 
tion attended. Mrs. L. H. Cook and Dan 
Cook, Bismarck, members of the Mis- 
gouri Slope association, were guests. 

* * * 


Sioux City, Ia.—Hugh S. Bell, general 
agent Equitable Life of Iowa in Seattle, 
addressed the Sioux City association on 
“Show ’Em and Sell ’Em.” 

* * * 

Omaha—H. J. Cummings, vice-presi- 
dent Minnesota Mutual Life, stressed the 
value of life insurance from the invest- 
ment standpoint in a talk. 

* * * 

South Bend, Ind.—J. M. Deitz, Metro- 
politan Life manager, spoke Jan. 26 on 
“Industrial Insurance.” 

* * x 

Los Angeles—Roger B. Hull, managing 
director of the National association, 
spoke on “Industrial Recovery and Life 
Insurance,” in which he expressed an 
optimistic outlook concerning the imme- 
diate future with respect to improvement 
in economic conditions. 

* * x* 

Richmond, Va.—H. E. North, second 
vice-president Metropolitan Life, out- 
lined plans for Financial Independence 
Week at the January meeting. He also 
talked on “Modern Selling,” and stressed 
the idea that the policy should be kept 
in the background until the needs of 
the prospect are ascertained. H. F. 
Sharp, general agent Atlantic Life, will 
be chairman of an association member- 
ship drive for District No. 4, including 
Virginia, North Carolina and South 
Carolina. 

* * x* 

Oklahoma—T. H. Reed, general agent 
Great Southern Life, has been appointed 
to succeed Guy Goldstandt as treasurer. 
= Goldstandt is moving to New York 
ity. 


Many Companies 
Using Direct Mail 





(CONTINUED FROM PAGE 1) 


weeks after the mailing pieces have been 
sent out, the agent sends his carbon, 
with the results on each prospect cir- 
cularized. 

During the experimental stage, the 
campaign is being limited to a selected 
few in each office. Agents defray part 
of the cost, not for financial reasons so 
much as to furnish more of an incen- 
tive in the outcome, as their contribution 
1s nominal, 


Method of Procedure 


Agents send in weekly lists of pros- 
ye to be circularized, each containing 
*) to 40 names. If the prospect sends 
— mailing card, the agent, of course, 
“= at once, but if no reply to the 
gp circular is received within three 
pe 8, the agent makes a follow-up call, 
follan Agents are reminded that a 
ps W-up letter before the latter type of 
; may be desirable, but this is left up 
—_ agent’s judgment. 

. - agent fills in his carbon copy of 
! os with dates for each of the vari- 
a eps of the case. The headings in- 
ps e€ coupon received,” “follow-up let- 

sent,” “call made,” “Gnterview,” 


ed under the latter the amount and 
ig . being given. This information 


sent to the home office, permit- 

the a quick and accurate check against 
Original list sent in by the agent. 

a 7 Plan has been received with great 

fa owe by the agents, who have 

pr at the campaign be extended as 
1 as possible to all agents. 





‘Agents’ Earnings” 
relative caroparaings —a study of the 


ings of solicitin 
R20 agents, by M. A. inten Poe 
i. er from The National Under- 


Mortgage Loan Situation Is 
Troublesome for Companies 








aS — Tey 
(CONTINUED FROM PAGE 1) 


loan agent usually gets 2 to 5 percent, 
whereas on the federal loans fees do not 
exceed reasonable cost of appraisal, de- 
termination of title and recording. 
There is ample precedent in the Federal 
Land Bank loans which have been made 
for many years on farm lands, for con- 
tinuance of the new farm credit plan on 
a permanent basis. There will be many 
thousands of persons who have bene- 
fited, and many more thousands who 
have not, but who have seen benefits 
enjoyed by neighbors. These various 
factors undoubtedly will cause the bring- 
ing of much political pressure by consti- 
tuents of congressmen at least to con- 
tinue the present plan indefinitely. 


High Valuation Basis 
Is Important Factor 


Two types of farm loans are being 
made, the federal land bank and land 
bank commissioner loans. The land 
bank loans are limited to 50 percent of 
appraised value of land on the basis of 
normal valuations of crop income over 
the period 1909 to 1914,-and 20 percent 
on buildings, which, however, now are 
being appraised generally so low that 
the total is little over 50 percent. A 
joint application can be made to the land 
banks and land bank commissioner for 
a maximum of 75 percent. 

This higher valuation basis than the 
actual at the present time is another 
strong incentive for borrowers to turn 
to the government plan rather than to 
private capital. 

Life companies in the case of mort- 
gagors desiring to secure a government 
loan agree to accept repayment of total 
investment in full settlement of their 
claims. Then when and if the loan is 
approved there is opportunity for in- 
dividual bargaining. If the loan is a 
sound one, companies usually hold to 
full repayment; if less desirable, they 
often are willing to scale down the pay- 
ment. 


HOLC Causes Difficulties 
in Handling Delinquents 


Many delinquent loans are tied up by 
HOLC applications so life companies 
practically are estopped from foreclos- 
ure action. While there is no legal! bar, 
counsel for a borrower often appeals to 
the HOLC officials, who advise the 
companies that a loan application is in 
process of consideration and urge that 
foreclosure be postponed. Companies 
consider it bad policy to insist upon 
foreclosure in such cases. 

Tihere is more activity in federal farm 
loans in states where high mortgage in- 
terest rates exist. Illinois and Iowa had 
many 5 percent farm loans, which of 
course compare favorably with the fed- 
eral loans. In the south, however, there 
has been much demand for the federal 
loans, there being up to 3 percent dif- 
ferential in rate between the two forms 
of loans. 

The situation in regard to home loans 
is not so aggravated. There is barely 
a 1 percent differential on such loans 
in the high rate states. Most city home 
loans over the country run around 6 
percent. 











LUTHERAN BROTHERHOOD 


(LEGAL RESERVE LIFE INSURANCE) 
608 SECOND AVE. SO. 


MINNEAPOLIS, MINN. 


Financial Statement as of December 31, 1933 





ASSETS 
First Mortgage Loans: 
CG oc ce cst tdada da acdiedens ccmie (18.14%) $ 761,896.98 
WaRRRee. 80s Bic esha cecdccucestesaie (18.86%) 791,968.21 
CUNO cen cantaedenge<ce eee eee (8.57%) 359,715.00 
*Bonds: 
Gov’t, State and Municipal.......... (14.15%) 594,082.16 
GUNG (CHINA coe ccc cecnsecwsdecses (6.49%) 272,475.14 
TANNER ee oat ot eas patcaces (2.31%) 96,804.20 
WOMCU EMGMA ho oo ive nc cuuccengsbuaces (19.62%) 823,860.70 
CAG nad vaca dieaccacckderkecnveehacwes (2.08%) 87,345.23 
Interest Due and Accrued............... (2.32%) 97,565.36 
Premiums Due and Deferred and Misc... (5.67%) 238,096.35 
Real Estate Including that Sold Under 
CERRO Seo. oo oe ee cee bs ae wk denen (1.79%) 75,133.61 
Total Admitted Assets..............e0005 (100%) $4,198,942.94 
LIABILITIES 
MEGRON WEN Cia UMIENOES bos ooo os 3 ova de ic data nckesedcacaucacds $3,314,431.96 
Held in reserves required by statute for the payment of benefits 
promised our policyholders. 
MECEEV OR: A EAA W ei i ois o'sikcs Kis Se Sides cd wae cdesecciéeces 71,103.13 
Held in reserves required by statute for the payment of benefits 
promised our policyholders. 
Beers Cnet OTR BOE oa 0 on vendo vase cacnuseeences 9,705.25 
Present Value of Death Claims Payable in Installments by 
MOGMMNN Ts Cacdduncudeae datae ks cones ceqnaccces<geducssen 32,027.56 
Present Value of Disability Claims Payable in Installments 134,097.49 
Prensa ane 1 GOODS 5 ob sce ccee cc cnctscctenteedess 124,617.15 
Amounts deposited in advance for payment of future premiums. 
Dividends Left at Interest and Dividends Due.............. 96,029.28 
PE RON a can ceudas das ansunatnceoauacncas 37,312.47 
CARIEMONES JHOMERUE.. ca cancdqecceseabansess $60,000.00 
IIE ii e¥ cde ca chadancanusiadvuaecwsecodsas 319,618.65 
Sceeapleisslac Ota WON is o's 6 Sind 2s wer dp adcdanectadeswees 379,618.65 
RCNE Ea na dies Sadendecele dda giwdiavssssnaereeedess $4,198,942.94 


*Market Quotations December 3lst for Bonds not Amortized. 





Total Adult Contracts... 23,510 for $37,396,816.00 | Actual Deaths to Expected Mortality. 40.08% 
Total Juvenile Contracts. 11,746 for —5,171,523.00 Ratio of Assets to Liabilities.......... 109.04% 
RUN REs  decasissncucas . 35,256 $42,568,339.00 | Net Rate of Interest Earned........... 4.50% 








PURE PROTECTION 


LIFE INSURANCE 





Is Not Expensive. Estimated Average Annual Cost 
Per $1000.00 Whole Life Policy 


AGE—35—$13.17 


REDUCED TO THIS FIGURE BY AN EARNED DIVIDEND 
NO CASH LOAN or CASH SURRENDER VALUES 
OR OTHER EXPENSIVE SO-CALLED INVESTMENT FEATURES 


No Winds of Chance—No Sudden Change in the Current of Business 
Affairs Can Affect the Strong Financial Position of This Company 





Excellent opportunity for salesmen—Illinois, Michigan, Indiana, Missouri. 


NTERSTATE RESERVE LIFE 


MUTUAL LEGALRESERVE LIFE 


10 EAST PEARSON ST. 


INSURANCE 


CHICAGO 














Send 9 cents in stamps for sample copy of 
THE ACCIDENT & HEALTH REVIEW 
The only exclusive accident and health paper published. 
Address your inquiry to A-1946, Insurance Exchange, Chicago 
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THE LINCOLN NATIONAL LIFE 












Lincoln 


LINCOLN LOVED Itt 


CHILDREN --- — 


National Life Juvenile policies 


Pro tect them 


INSURANCE COMPANY, FORT WAYNE IND 
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Purchase of U. S. 3 
. Bonds Questioned 





(CONTINUED FROM PAGE 1) 


long term governments would cause the 
company to be “frozen in.’ That is, 
that as more and more issues are 
floated, the government will have to 
market them at an increasingly higher 
yield to the buyer, not because of any 
uncertainty ‘as to the government’s abil- 
ity to redeem its obligations at matur- 
ity, but because more and more in the 
way of an inducement is needed to 
bring out the money for such large- 
scale programs. 


Must Increase Inducement 


When all those who are willing to 
take a certain interest figure in ex- 
change for safety of principal have 
bought, a slightly higher rate must be 
offered to bring in another stratum of 
investors, who also want safety of prin- 
cipal but are not willing to sacrifice 
earnings to quite the extent that the 
first group will. 

Thus, those who buy first find that 
their purchases are being quoted at a 
yield which brings them to about the 
same basis as the later issues. This is 
a bad feature of long-term issues from 
a life company point of view, for the 
main reason for investing in  govern- 
ments is liquidity, and in view of the 
soundness of the: obligations, no com- 
pany would feel justified in selling its 
governments for considerably less than 
it paid for them, so the only thing to 
do would be to hold them until ma- 
turity. 

However, the fact that the federal 
government is empowered to deal di- 
rect with insurance companies as well 
as with banks and other merchandising 
channels might mean that bonds could 
be offered to companies at a figure 
which would at least partially offset the 
danger of ‘being frozen in by subse- 
quent declines in quotations on govern- 
ment securities. 

The distinction between long term 
and short term governments always 
should be borne in mind, as early ma- 
turity date of the latter class eliminates 
danger of downward fluctuations and 
keeps them practically as liquid as cash. 

A recent report from Washington is 
that the government might advance 
large sums to insurance companies to 
encourage them to expand their loans 
to industrial projects. Details of the 
suggested plan are lacking, but its most 
obvious drawbacks would be danger of 
loss to the companies and possible 
statutory limitations in certain states. 
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“harder probably by the depression than 


the companies in the states because they 
were depending to a larger extent upon 
the excess interest margin which had 
been such a favorable factor there. Ca- 
nadian managers recognize they have a 
real readjustment problem relating to 
acquisition costs. 
x. *.*% 


It is only natural that Canadian com- 
pany managers, even though they do 
not do business in the states, watch 
business developments in the states 
with great interest. As indicated by 
the Canadian minister who addressed 
the Life’ Presidents Association, Ca- 
nadian business is more vitally affected 
by what occurs in the states than by 
occurrences anywhere else. The Ca- 
nadian executive is watching the ad- 
ministration efforts in the United States 
with not a little skepticism. Usually he 
prefaces his remarks with the statement 
that he believes that the United States 
is firmly on its way back but that some 
serious recessions are due before steady 
progress is made. Particularly, there 
is doubt about any beneficial effect 
upon business from the currency ex- 
periments in the states. 

ea: et ee 


An .official, near the top, in one of 
the Canadian life companies said this: 
“It is a fact too little recognized in 
Canada: but better understood in the 
United: States, that it is easier to re- 
place ‘the’ ‘general: manager than it is 
a first class personal producer of busi- 
ness.” , 

* * 

The Canadian Joint Committee, which 
includes representatives from the com- 
pany officials, agency officers and the 
Life Underwriters Association .of Can- 
ada, has established the principle, ac- 
cepted by all life insurance companies 
in Canada, that the sole responsibility 
for appointment of an agent rests upon 
the general manager of a company. 
There are to be no longer any state- 
ments that the action was taken with- 
out knowledge or without full under- 
standing or full investigation. Ap- 
pointment of agents is to be regarded 
as one of the most important functions 
of the company. Superintendent of In- 
surance Leighton Foster of Ontario 
says if the companies cannot them- 
selves solve the agency licensing prob- 
lem, it is certain that the government 
cannot. 

Like all good ideas, the auditing and 
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servicing of existing contracts is being 
carried to ridiculous extremes. n- 
stances where $10,000 worth of insur- 
ance has been “serviced” until 30 para- 
graphs are required to dispose of it, 
literally restricting and directing the 
flow of funds to the point where only 
the supreme court could interpret what 
really was intended, are being discov- 
ered. 
i x * * 
G. Fay Davies, assistant managing 
director Northern Life of Canada, says 
the great problem before company of- 
ficials is to create a set of conditions 
which will produce less need for self 
management on the part of producers 
in the field or a set of conditions which 
will more automatically lead to better 
self management. Mr. Davies stressed 
this point in his address before the 
London sales congress. He believes 
that all leaders in the business, actu- 
aries, agency men and directors should 
be giving this one problem more con- 
centrated thought and attention. 


Illinois Insurance 
Put Under Control 





(CONTINUED FROM PAGE 3) 


department receives from 500 to 600 let- 
ters a day from the public. 

Another task being tackled is to sur- 
vey the $40,000,000 of securities in the 
department’s vault. It is not known 
whether interest, taxes, etc., ave been 
paid on property covered by mortgages 
which are held as security. : 

Mr. Palmer said a number of things 
have been done which were not written 
in the law. “I have been called a czar 
or dictator,” he said. “I do not mind 
that. All I am trying to do is to put 
Illinois on the insurance map, to play 
the game fairly, to get proper legisla- 
tion. We are letting the people know 
that there is an insurance department 
at Springfield to serve them, which has 
the power to correct conditions if any 
correction is needed.” He has had sup- 
port from Governor Horner, being given 
carte blanche, with no interference in 
appointments. The governor is un- 
qualifiedly behind Mr. Palmer. 


President Mays Defends 
Company Administration 





(CONTINUED FROM PAGE 8) 


a $400,000 deficit in accident and health 
department in 1927 into a profitable 
business during the past several years, 
the annual profits running in excess of 
$200,000. He briefly touched on an un- 
successful effort of Caldwell & Co. to 
get control of the company early in 
1928. 

At the opening of court it was ex- 
plained that Carman Smith, one of the 
new directors named Jan. 16, has re- 
signed.and that Dr. C. R. Dudley, med- 
ical examiner, will continue on the 
board. 

A temporary reorganization of the 
Continental Life’s officers was made at 
a meeting of the new board of direc- 
tors Jan. 29. A. D. Nortoni, general 
counsel, was made temporary chairman 
of the board and Kermit Helm tempo- 
rary secretary. At the close of the ses- 
sion President’ Mays said there would 
be no reorganization until the close of 
the present hearing before Judge Ryan. 

Louis Marks, secretary, was among 
the directors dropped at* the annual 
meeting of stockholders Jan. 16, the re- 
sults of which gathering were not an- 
nounced until this week. Dr. C. R. 
Dudley, medical director; C. G. Re- 
velle, former general counsel; A. A. 
Jekel and W. R. Foley were other di- 
rectors not reelected. 





Seeks to Learn 
Death Cause of 
C. D. Livingston 


In order to satisfy all interests as to 
the cause of death of the late C. f, 
Livingston of Detroit, former Michigan 
insurance commissioner and later presi. 
dent of Lloyds of America of Ney 
York City, an autopsy was held a fey 
days ago at which were represented 
all of the companies carrying accident 
insurance. The autopsy was performed 
by Dr. P. F. Morse, assisted by Dr, 
Frank Hartman. The insurance com. 
panies had their medical representatives 
present. The autopsy disclosed, it 
stated, the presence of an injury in the 
right groin which apparently caused a 
blood clot or thrombosis to form at 
that place which eventually caused a 
rupture of one of the important arter. 
ies. This, it is said, caused the violent 
illness of Mr. Livingston about a half 
an hour before his death. 

Mr. Livingston had been in New 
York at the insurance commissioners’ 
convention ana while there ran acti 
dentally into the corner of a table. 

He thought little of it until he re 
turned home and when he decided to 
motor to Chicago Dec. 11, with Mrs, 
Livingston, he felt considerable pain, 
That was three days after his retum 
from New York. Shortly after the noon 
hour Mr. Livingston was compelled to 
discontinue driving owing to the pain 
and he was taken violently ill. He was 
driven to a farm house and died shortly 
afterwards. Mr. Livingston, it is stated, 
had never been afflicted with any heart 
trouble. At the time he died it was 
supposed that it was due to a heart 
attack. 

The Aetna Life; Provident Life & 
Accident and Iowa State Traveling 
Men’s Association had accident policies 
on Mr. Livingston amounting to $11, 
500. Mrs. Livingston knew of the acci- 
dent and could not believe that Mr. 
Livingston died of heart trouble. She 
desired to clear up the matter. Deputy 
Insurance Commissioner H. B. Corel, 
who served under Mr. Livingston, was 
present at the autopsy. 








Agencies Report Increase 


The T. H. Cummings Michigan state 
agency for the Northwestern National 
Life showed an increase of 60 percent 
in new business in the last three months 
of 1933. The January, 1934, sales wert 
practically double those of last year. 
The Cummings agency held its annua 
meeting in Detroit with C. A. Petersot, 
supervisor of agents from the home of- 
fice, as speaker. F. J. Seibel, who led 
the agency in volume, was toastmaster 
at the banquet. 

* * 

The Montgomery (Ala.) agency of the 
Massachusetts Mutual Life, after show 
ing an increase of about 40 per cent m 
new insurance written in 1933 over the 
previous year, has entered the new yea 
with a still further increase. So fat 
this year, business has shown 3 
marked improvement over the corte 
sponding period last year, according ' 
E. J. Meyer, Jr., general agent. 








Connecticut Mutual Life 
Awards Honor Trophies 








The Connecticut Mutual Life - 
awarded its president’s organizatit 
trophy for 1933 to the C. J. Zimmern a 
general agency of Newark. It 1s 8! i. 
for outstanding progress in or J 
tion development. Honorable ei: 
certificates went to four general psa 
L. J. Fohr, Chicago; J. H. Thomp 
Hartford; S. S. Northington, ee vi 
geles; and Eben Luther, Provi 
The H. C. White Detroit agency: 
the trophy last year. 
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SALES IDEAS AND SUGGESTIONS . 








New York Agency’s Success Based 
in Part on Requiring All Agents to 
Budget Costs, Live Within Income 


NEW YORK, Feb. 1—That the F. 
H. Devitt agency of the Equitable Life 
of New York in this city made the best 
record in persistency of business of any 
agency of the company during 1933 may 
be regarded as_the logical outcome of 
the methods Mr. Devitt has used to 
make his agents better business men, 
and his insistence that, no matter what 
a man’s volume, he is not a successful 
life agent unless he is able and willing 
to budget his expenses and live within 
an income he can reasonably expect 
to receive. 

“Agents have been getting too many 
pats on the back for volume alone,” 
Mr. Devitt said. “My belief is that an 
agent who pays for $150,000 a year and 
lives within his income is a lot more of 
a success than the man who pays for 
half a- million and is in debt to every- 
body, with his renewals in hock to the 
manager or to some bank. I have 
known of very few cases where a man 
got himself into debt and then got 
himself out.” 


Appreciation of Renewal 
Account’s Value Important 


Probably the most direct cause of 
high persistency of business is the ap- 
preciation of the value of the renewal 
account which Mr. Devitt has unfail- 
ingly instilled in his agents. But the 
desire for renewals, to be an effective 
motivating force, must be tied in with 
a well-integrated budget plan, on a 
monthly basis, which will insure the 
agent’s living within his probable in- 
come. Otherwise the lure of renewals 
tends to fade out in the general dis- 
organization of an unplanned financial 
existence. 

So every man in the agency talks 
over the coming year’s budget with Mr. 
Devitt. Rent, food, clothing, savings, 
and all other items are broken down on 
a monthly basis. From the monthly 
outlay for all items the agent’s expected 
renewal income, allowing for lapses, is 
deducted, leaving a remainder that must 
be met by first-year commission earn- 
ings. If the proposed budget calls for a 
too optimistic first-year commission in- 
come, then comes the task of paring 
_ the expenditures that are out of 
ine, 


Item of Rent Is Found 
Most Often Responsible 


_ Rent is usually the worst offender 
in taking up more than its share of the 
month’s outlay. Other expenses may 
be cut down somewhat, but it is fairly 
likely that, the agent has already done 
Some pruning in these quarters. But it 
takes a pretty unflinching look at the 
facts for a man to see the necessity of 
Moving to less expensive quarters if 
€ is going to remain solvent. 

me improved efficiency of men who 
Now where they are going financially 
‘nt are not worried about mounting 
- ts is a worthwhile end in itself. As 
yuasers know, an agent's financial 
vorries react on his production, and 
ms lessened production gives him ‘more 
v4 worry about financially—a vicious 
‘ircle which becomes a tailspin, with a 
Very good chance of a crash. 


Taking Own Medicine 
Greatly Improves Morale 


abi side, this, the agent is far better 
- fe show his prospect in a convinc- 
ine manner how to fit the proposed life 
hig oma Premium expenditures into 
ron et if the agent has done the 

€ sort of thing himself, for the same 


reason that-an agent is better able to 
sell life insurance if his own life is 
adequately insured. 

By making his agents highly con- 
scious of the value of their renewal ac- 
counts and making their renewal in- 
come a vital part-of a practical personal 
financial program, Mr. Devitt has en- 
couraged persistency of business to a 
high degree. 

Along with the agent’s conservation 
efforts there is a diminution of high- 
pressure selling. A-man with an eye 
on his renewals prefers to sell a $25,000 
policy that will stick, rather than a 
$50,000 case on which the second. an- 
nual premium probably will not be paid 
—perhaps not even the second quar- 
terly premium, if it is on that basis. 





And the’ prospect who buys insurance 
and then lapses it because the agent 
oversold him or sold him without re- 
gard to persistency is soured not only 
on the agent but on life insurance in 
general.- 4 


Mr. Devitt Looks for A 
Commission Rearrangement 


One of the chief reasons why the 
older agent has to make so many serv- 
ice calls to keep his business on the 
books is that he either oversold the 
buyer or failed to sell him as thor- 
oughly as he should have, Mr. Devitt 
believes. He is'also of the opinion that 
the time is coming when companies 
will pay lower first year “commissions 
and higher renewals to make agents 
take an interest in keeping their busi- 
ness in force. - 

Incidentally, Mr. Devitt practices 
what he preaches about budgeting his 
expenses. He doesn’t ask his men to 
do anything he is not willing-to do him- 
self. His advice to his: agents is to 
save their renewals, and he has done 
this himself. 








Systematic Planning Stressed. 








Success and progress can only be en- 
joyed if the basic principles on which 
they depend are observed, declared 
Walter Cluff, Kansas City Life educa- 
tional director, at the Oklahoma City 
sales congress. Factors in the success 
equation are ability and capacity, plus 
education and training, plus efficiency 
and skill, plus time. ‘“We have had too 
many experts and not enough life in- 
surance men,” said Mr. Cluff. “Too 
many counsellors and not enough good 
agents, too much talk and not enough 
action, too much theory and not enough 
sound, practical philosophy.” 


Time Most Important 


In speaking of education and training, 
Mr. Cluff said that there is no other 
field of direct selling in which there is 
so much educational literature available 
as in life insurance. But skill and effi- 
ciency, the practical expression of that 
training and education, are lacking in a 
great many agents. The average agent 
has about 90 percent capacity and 
ability, 90 percent education and train- 
ing, but scores only about 75 percent in 
efficiency, skill and systematic practice. 
The average agent rates about 50 per- 
cent in the use of time. “After all,” 
said Mr. Cluff, “the number of intelli- 
gent attempts you make to sell, to- 





gether with: frequency and regularity 
of the attempts, control your progress.” 

Of all the factors in the success equa- 
tion, said Mr. Cluff, time is the most 
important but the most abused. The 
difference between men largely depends 
upon the use which they make of their 
time. 

“If we are going to take advantage 
of every hour of the day,” said Mr. 
Cluff, “we must anticipate, prepare to 
use each of the 60 minutes as its pre- 
sents itself, allot to each hour its full 
share of intensified effort. There is but 
one plan by which an agent can antici- 
pate time and utilize every hour and 
that is through preparation of a daily 
program each night before he goes to 


Efficiency Is Key 


The key note to selling. life insurance 
in 1934 is efficiency, declared Mr. Cluff. 
Preparation of a daily program is a 
mark of efficiency. It assures that the 
agent will fill his days with intensified 
endeavor. The brand of efficiency re- 
quired in 1934 involves six things: Con- 
fidence, wholesome attitude of mind, 
reasonable ambition, a goal to strive for, 
a plan in concrete form and a willing- 
ness to perform daily according to the 
plan. 








Strong Argument Against Rewriting 








One of the most powerful arguments 
against rewriting and twisting business 
has been employed successfully by A. S. 
Ingersoll, associate general agent Mu- 
tual Benefit in Chicago, in conserving 
more than $1,000,000 of his personal 
business in the last year or so, jeopard- 
ized by competition from other agents. 
Mr. Ingersoll, who is a tax and estate 
authority, puts his argument on a cold 
business. basis. 

The policies most susceptible of at- 
tack are those on which there are heavy 
policy loans. Mr. Ingersoll points out 
that repayment of a policy loan offers 








the policyholder one of the finest in- 
vestments obtainable today. First, since 
6 percent interest is charged on the loan, 
repayment of the loan in full is the same 
as making a 6 percent compound in- 
terest investment in one of the greatest, 
most substantial institutions in the 
country today. 

Second, the earning power of the 
money so paid in is applied internally to 
reduce premiums on the policy and 








therefore is not taxable income. Such 
repayment of loan, therefore, constitutes 
an income tax exempt investment. 

From the estate viewpoint, the money 
restored on the life insurance policy is 
exempt from inheritance tax, exempt 
from claims of creditors and exempt 
from probate. It is exempt from the 
federal estate tax for $40,000 more than 
any other property of which.a person 
retains control. 


Income Tax Bracket Factor 


Mr. Ingersoll asks the policyholder to 
mention any other investment that is so 
good today. He asks if there is any 
reasonable prospect of the policyholder 
repaying his loan. He cites the deducti- 
bility of the repayment of loan as a pos- 
sible means of lowering the net amount 
subject to income tax and taking it out 
of a higher tax bracket. 


This is an important point. In the 


case of a man of large income, the com- 
paratively small amount which he might 
save by cashing in the old policy and 





Outstanding Records of 
Oklahoma Agents Given 








The Oklahoma sales congréss com- 
mittee got out some interesting mate- 
rial giving outstanding records of agents 
in the state for 1933, on business issued 
last year and paid for to Jan. 20. The 
list shows the leading producer from 
each agency but it was announced there 
are other agents from some of the same 
offices who produced. more than $250,-. 
000. The leaders are: A. L. Farmer, 
Tulsa, New York Life, $503,361; R. W. 
Dozier, Oklahoma City, Massachusetts 
Mutual, $434,946; Bert R. Reed, Okla- 
homa City, Kansas City Life, $411,350; 
N. A. Thompson, Tulsa, Penn Mutual, 
$402,135; J. T. Owens, Oklahoma City, 
Mutual Life of New York, $396,751; T. 
B. Reed, Oklahoma City, Great South- 
ern Life, $349,503; S. W. Philphot, 
Oklahoma City, Mid-Continent Life, 
$304,000; G. H. Cantrell, Tulsa, Equit- 
able Life of New York, $267,212, and 
Donald Key, Oklahoma City, Mutual 
Benefit Life, $251,000. 


Leaders in Number of Lives 


; The leader in number of: lives was 
B. R. Reed of the Kansas City Life at 








Oklahoma City with 233. Tom Reed of 
the Great Southern Life at Oklahoma 
City had a record of 230%. S. W. Phil- 
pott of the Mid-Continent had 183; S. J. 
Brand of Oklahoma City, New York 
Life had 172; B. F. Curtis, Pauls Valley, 
Great Southern, 166, and Mrs. Bessie 
Dale, Kansas City Life, Lawton, 162. 
Mr Reed insured 17 additional lives for 
$500 each and Mrs. Dale 48, not included 
in the figures given, as per rules of con- 
test. The other leaders produced less 
than 160 lives. 


Application-a-Week Agents 


The following shows the agents who 
have been in the app-a-week clubs of 
their companies for 250 weeks or more, 


the first figure being number of weeks: 
523, Josephine B. Lincoln, Okla. City, 

Equitable, N. Y. 

kate’ Arthur Wood, Okla. City, New York 


e. 
a B. H. Caruthers, Tulsa, Equitable, 


316, Fred Gregory, Okla. City, New 
York Life. : 
315, John Ernest, Ponca City,. Central 
States. 
315, R. T. Williamson, Ada, 
States. 
i Cc. H. Myers, Barnsdall, Equitable, 
273, J. W. Dooley, Tulsa, Central States. 
270, G. W. Gable, Tulsa, Central States. 
Line’ C. R. Bailey, Hobart, Kansas City 


ife. 
258, D. D. Key, Okla. City, Mutual 
Benefit. 


Central 








taking a new low cost one easily might 
be much more than offset by his in- 
ability to take advantage of the new 
premium as a deduction in removing 
him from a high income tax’ bracket. 

This is not a fanciful argument. Mr. 
Ingersoll has run across many such 
cases. One of his clients recently if he 
had followed the advice of another agent 
to cash in and take a new policy would 
have run himself $50 into the higher tax 
bracket, which was 20 percent. 


Appreciate Conservation Efforts 


Mr. Ingersoll states that many agents 
and brokers in presenting the time hon- 
ored picture of the “actual” cost of a 
heavily loaned policy when the net 
amount at risk, original premium and 
interest on loan are considered, rarely 
paint the other side of the picture. Mr. 
Ingersoll points out that any of the sav- 
ings made possible as he illustrates 
through repayment of a loan, are a rea- 
sonable deduction from the cost of in- 
surance in any illustration given the 
policyholder. 

The agent or broker who approaches 
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a prospect or policyholder from the con- 
servation viewpoint is creating good will 
and selling himself permanently to the 
man. The obvious self-denial practiced 
by such a conservationist in arguing 
himself out of a new commission stands 
out in striking relief against the attitude 
of the rewriting expert who wants to 
cash in and sell a term policy, later to 
convert it to permanent form and take a 
second commission. 


Financial Standing 
of Home Reported 





(CONTINUED FROM PAGE 4) 


Mr. Low then discussed the greatest 
problem of all encountered in the year, 
the mortgage situation. He said that 
was particularly important, as most of 
the company’s $30,000,000 in mortgages 
were guaranteed mortgages and as the 
mortgage guaranteeing companies found 
themselves unable to carry the load 
last year, the company had to take over 
all these guaranteed’ mortgages and 
service them. This required a tremen- 
dous increase in the personnel and work 
of the mortgage department. Detailed 
records as to the properties securing 
the mortgages had to be developed. 
Mortgagors had to be contacted with. 
Certain foreclosure proceedings had to 
be taken over. Others had to be started. 
The management of properties already 
acquired had to be arranged for. 


Reserve Has Been Set Up 


All this was successfully accom- 
plished and the mortgage problems are 
being ironed out very well. Mr. Low 
said: “The company will take losses on 
some properties and make profits on 
others. With the return of better times, 
we hope to break even or take only a 
small loss. To offset this possible loss, 
as well as any further loss on bonds and 
preferred stocks, a ‘reserve for invest- 
ment fluctuations and contingencies’ of 
$400,000 was set up. In the meantime, 
the real estate which we have taken 
over through foreclosure is carried at 
current appraisals which we believe re- 
flect its true present value. Interest, 
both due and accrued, on property al- 
ready acquired under foreclosure, on 
property now in process of foreclosure 
and on property where we hold an as- 
signment of rents, has been entirely 
written off. It is not included in the 
item ‘interest due and accrued.’ In sum- 
mary, I am very well satisfied with 
the way the mortgage situation is work- 
ing out.” 


Predicts Increases 
in Business Ahead 
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present opportunity, Mr. Fulton gave 
a sketch of the company’s historic back- 
ground, tracing its 74 years which have 
brought it successfully through three 
wars, several major panics and the re- 
current recoveries which always saw 
the company to a higher level than 
when the recessions set in. This was 
the substance of the first part of a new 
book just being published by the Home 
Life, press copies of which were given 
to the general agents by Mr. Fulton. 
This book, “The Home Life Looks 
Forward,” reviews the company’s his- 
tory and projects the present oppor- 
tunity into the future under the newer 
type of salesmanship or, as Mr. Fulton 
termed it, “the new profession.” 


Gains Reported 


Evidence of the improved tone of 
business this year was found in the 
reports of new business received over 
a private telephone wire at the conven- 
tion and broadcast over a loudspeaker 
to the officers and general agents as 
given by agency team captains in 
charge during the general agents’ ab- 
sence. ‘These reports showed many 
outstanding. gains individually and, in 





ted a large increase in 
paid and afi even larger increase in 
written business. The total of paid 
business as of Jan. 25 was materially 
greater than the entire January total 
last year, with the last five days of the 
month still to be reported. 

Projecting the optimistic outlook into 
the future plans, Mr. Fulton announced 
at the close of the meeting an “Oppor- 
tunity Contest” for February, dividing 
the agencies of the company into six 
districts on a competitive basis, with 
a winner to be automatically named by 
each district according to a measure of 
effort and results, to be sent to a three 
day home office conference in March. 


total, repre 


Reports Mortality for Last 
Year Was Decidedly Lower 
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annual dividends to policyholders. He 
said that this material saving was one 
of the factors which contributed to the 
company’s decision to maintain its same 
scale of dividends in 1934 as in 1933. 

In discussing some of the factors in 
the higher mortality rates of recent 
years, Mr. Cruess said that heart, sui- 
cide and automobile “excessive death 
losses” in the past five years have been 
almost entirely responsible for the 
higher mortality. He said that the com- 
pany prepared from its experience dur- 
ing the years 1925 to 1928 what was 
termed a normal death rate from va- 
rious causes. Since that date, there 
have been “excessive death losses” from 
these stated causes as follows: 


Suicide and 
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Underwriting Suggestion Is Made 


Suicides and automobile accidents 
were grouped together, he said, be- 
cause they are often difficult to sepa- 
rate, where the automobile accident 
may have been by intent as suicide. 
These figures, however, showed that 
the excessive mortality of the past five 
years arose almost entirely from these 
two causes. This suggests the advisa- 
bility, he further said, of underwriting 
most carefully those cases where a 
heart impairment or a doubtful blood 
pressure exists and where financial diffi- 
culties make the insurance appear spec- 
ulative. 





Fire Companies Exempt 

The insurance investment bill, which 
was introduced in the Kentucky legis- 
lature, at the last minute was amended, 
so as to exclude fire and casualty com- 
panies from the provisions as to per- 
centage of assets that may be invested 
in particular classes of securities. Thus, 
this important provision of the bill ap- 
plies only to life companies. 

Other provisions of the bill apply 
also exclusively to life . companies. 
There is one provision that an insurance 


company may not invest more than 2 


percent of its assets in bonds and pre- 
ferred stock of a particular corpora- 
tion or lend more than 2 percent on 
one mortgage. Life companies will be 
prohibited from investing in the stock 
of other insurance companies. 

The investment bill was inspired by 
the failure of the Inter-Southern Life 
of Louisville and its vicious inter-rela- 
tion with the Security Life of Chicago, 
Northern States Life of Indiana and 
Missouri State Life. Accordingly, the 
evils that are aimed at are those that 
exist in some parts of the life insur- 
ance field 


Life Notes 

The General American Life of St. Louis 
has been licensed in Hawaii. 

The Boston Mutual Life shows new 
business last year $29,107,205 as com- 
ared with $30,614,663 the year before. 
t increased its insurance this year $1,- 
924,094 as compared with a decrease in 
1932 of $5,256,012. 
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New Agents Unfamiliar 
With Good Old Days 





A. T. Lynner, general agent for | 
the Lincoln National Life at Des 
Moines, has made a pointed com. 
ment about life men. “The new 
agent,” he says, “in one respect 
has an advantage over the old. - 
timer because the new man doesn’t 
know how easy it was to get busi- 
ness -in former days. The new 
man doesn’t know that it can’t 
be done but surely that does not 
mean that the old-timer cannot 


come back.” a 


Pittsburgh Speakers Dated 














U. S. Official Banquet Speaker—William 
Quaid, E. M. Allen, Harold Gordon 
Are Scheduled 





The program for insurance day of the 
Insurance Club of Pittsburgh Feb. 19 js 
shaping up well, with a number of im. 
portant insurance executives already 
scheduled to deliver addresses during the 
educational sessions in the morning and 
afternoon, and John Dickinson, assistant 
secretary of commerce, scheduled to be 
the banquet speaker. 


Speakers Are Listed 


William Quaid, vice-president, South- 
ern Fire of the Home of New York 
group, who addressed the Pittsburgh 
meeting last year, and made a hit, will 
appear again this year. The other speak- 
ers who have already agreed to appear 
are Harold R. Gordon of Chicago, 
executive secretary Health & Accident 
Underwriters Conference, and E. M. 
Allen, executive vice-president National 


Surety. 
Other speakers will be announced 
later. A large number of important 


executives thave already accepted invita- 
tions to attend. The Pittsburgh dinner 
is always one of the brilliant functions, 
inasmuch as it attracts dozens of lead- 
ing company officials in all branches. 


Check Aid Outfits’ Activities 


LINCOLN, NEB., Feb. 1.—Insur- 
ance Director Herdman has issued 
warnings to Nebraskans who have been 
buying membership in the Lincoln 
Friendly Aid Association which oper- 
ates from New Jersey that the courts 
in the latter state have enjoined fur- 
ther operation because of deception and 
other improper practices. The associa- 
tion is not licensed in Nebraska, but has 
been using the mails to offer member- 
ships and securities. 





Kansas Commissioner 
Now on the War Path 





TOPEKA, KAN., Feb. 1— 
The Kansas life companies and 
some of the other companies 
domiciled in nearby states that 
are licensed in Kansas are up in 
arms against the activity of some 
of the big companies which it is 
alleged are very aggressive in 
their field tactics. Insurance Com- 
missioner Hobbs has called a 
meeting of Kansas company offi- 
cials and general agents and 
other representatives of all classes 

life companies to meet in 
Wichita Saturday for a confer- 
ence. The commissioner evidently 
is quite aroused, feeling that mis- 
leading statements are being made 
and attacks are in evidence 
against Kansas companies. It is 
known that in some instances 
cancellation of licenses of agents 
has been threatened. 
















































